












Volume 
XCII 





ANUFACTURERS, bankers 
M. and merchants in St. Louis 

unite in predicting that 
1928 will be a better year than 1927. 
These predictions they back up 
with an array of facts which can- 
not be contradicted. Basic condi- 
tions have been carefully analyzed 
and found sound. The building in- 
dustry is expected to be more 
active. The purchasing power of 
the farmer has been largely in- 
creased by the higher values of the 
1927 crops. Employment should 
show an upward trend, etc. What 
these trade leaders have to say is 
given here in exclusive interviews 
for publication in the Footwear 
Pageant Special Edition of the 
Boot and Shoe Recorder. 


Underlying Conditions Are Sound 


Jackson Johnson, chairman of 
the Board of the International Shoe 
Co., believes: 

“The underlying conditions in in- 
dustry and agriculture are sound. 
Labor is receiving a high average 
wage, with ascending tendency, 
and there is a better understand- 
ing between employer and em- 
ployee. Grain and cotton crops are 
about an average in volume of pro- 
duction, though the prices are 
higher than they have been since 
the decline from the war level. In 
addition to this, the stabilizing in- 
fluence of the Federal Reserve 
System gives confidence to the 
business man, and encourages him 
to develop business, and an assur- 
ance of abundance of money at low 
rates for any legitimate purpose. 
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Profitable Prosperity In 1928 


Industrial Leaders Predict Year of Opportunity 


Everything points to a continua- 
tion of this condition for some 
time to come.” 


Prosperity in 1928 


John A. Bush, President, Brown 
Shoe Co. says: “The shoe needs of 
over one hundred and twenty mil- 
lion American people will make for 
a prosperous shoe business in 1928. 
There is no surplus of either raw 
materials or finished product. Em- 
ployment in manufacturing indus- 
tries will be no worse, and possi- 
bly better, with farm conditions 
better. American footwear is the 
lowest cost article of apparel con- 
sumed by the American family. 
Women, men and children are pay- 
ing attention to the appearance of 
their feet as never before. We look 
forward to 1928 with confidence.” 


Confident of Good Conditions 


J. T. Pedigo, President Pedigo- 
Weber Shoe Co., says: 


“We hold 
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confidently an optimistic view of 
the outlook for continuance of 
good, sound conditions in 1928, 
based on the buying power and 
disposition of the American people 
to purchase what they want. There 
is nothing to indicate any distur- 
bance of the prevailing funda- 
mental foundation for a greater 
prosperity.” 


Never in Better Condition 


J. C. Boyd, President, Boyd- 
Welsh Shoe Co. says: “The entire 
Middle West, South, Southwest, 
West and Northwest were never in 
better financial condition. Crops 
and prices on practically all farm 
products were never more favor- 
able. These sections of the coun- 
try supply the major portion of the 
United States with food and many 
raw and manufactured materials, 
and St. Louis’ tremendous consump- 
tion of raw materials made into 
finished products contributes very 
materially to the economic stability, 
and well-being of the country. Re- 
discount banks and farm loan banks 
have put these sections on a sound 
and permanent financial basis. St. 
Louis being the center of popula- 
tion and distribution, with twenty- 
eight railroad trunk lines and river 
barge lines with transportation to 
the gulf places, St. Louis is in a 
most prominent geographical and 
commercial position for enormous 
natural growth. The varied man- 
ufacturing and jobbing activities 
of St. Louis are contributing large- 
ly to the healthy growth of these 
sections. The shoe industry of 
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St. Louis leads not only in this 
country, but the world in manufac- 
turing and distributing high grade, 
dependable shoes, and is accredited 
and accepted as a real shoe style 
center of this country. The entire 
shoe industry is now looking to 
St. Louis to proclaim and sponsor 
the style trend in shoes for early 
Spring selling.” 


Election Year Bugaboo Is Dead 


F. C. Rand, President of the In- 
ternational Shoe Co. says: “Labor 
is well employed in industry. Fair 
crops, at good prices, have been 
produced in 1927. Money is plenti- 
ful and interest rates are low. All 
these influences point to a favor- 
able condition for next year. Na- 
tional elections formerly depressed 
business because of the fear of fi- 
nancial panic, but the Federal Re- 
serve Banking System has corrected 
or eliminated this hazard and has 
established confidence which is essen- 
tial to the orderly conduct of busi- 
ness.” 


Smaller Inventories at End of Year 


J. H. Wilson, Salesmanager of 
McElroy Sloan Shoe Co. says: “The 
policy of buying as needed by re- 
tailers during the current year, to- 
gether with good crops and high 
prices, has enabled most merchants 
not only to liquidate their stocks, 
but to reduce their indebtedness 
and close the year with smaller in- 
ventories. With employment main- 
tained industrially, as generally 
forecast, and farmers in relatively 
better position than they have been 
for several years, it would appear 
that we can face the new year with 
reasonable assurance of gradual 
improvement, despite the generally 
accepted view that the Presidential 
year must necessarily be a period 
of uncertainty and financial dis- 
turbance. The St. Louis shoe in- 
dustry as a whole is all set to face 
any conditions that may arise, and 
to continue their ambition to make 
each year an improvement in vol- 
ume over the preceding year.” 


Normal Increase in 1928 


P. B. Jamison, vice-president of 
the International Shoe Co. says: 
“We feel that conditions are gen- 
erally good in most sections, and 
that business should show a normal 
increase in 1928. Work will win 
and St. Louis will put forth every 
effort to create and share in the 
prosperity of next year.” 


Profitable Prosperity Assured 


Harry G. Johansen, president Jo- 
hansen Bros. Shoe Co. says: “The 
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year 1928, as I see it, should be one 
of profitable prosperity, especially 
in respect to the shoe business. 
Owing to the stability of prices of 
raw materials, or slight upward 
trend during the year with no ap- 
parent decline for some time to 
come, should result profitably to all 
branches of the industry as pre- 
viously experienced. Stocks of 
finished product by January first 
should show low and satisfactory 
inventory, due to recent inactivity 
of buying. Stocks carried over into 
the New Year should be healthier 
than in previous years, and large 
mark-downs unnecessary. An awak- 
ening on the part of the mer- 
chants to safeguard their buying; 
more concentration, thereby avoid- 
ing overlapping of styles; more 
specializing as to consumer’s wants, 
resulting in larger sales with 
smaller investment, will be feat- 
ures of 1928. The New Year will 
see less speculation and a decline 
in installment buying. The public 
has experienced the follies of that 
system and they have about covered 
their requirements, and their ex- 
penditures will be chiefly towards 
necessities.” 


Bigger Unit Sales in 1928 


A. J. Spring, Capitol Shoemakers, 
Inc., says: “The normal conditions 
of shoe stock generally insure a 
profitable turnover by the retailer 
in starting the year 1928. The ad- 
vent of more color and higher style 
in women’s shoes will create, and 
retain, more shoe consciousness on 
the part of women consumers, 
amplifying more pair sales. The 
general prosperity which will pre- 
vail in 1928, with labor well em- 
ployed, and with the average net 
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income of the agriculturist ad- 
vanced greatly by the increased 
price of farm commodities, point 
decidedly to profitable prosperity 
to our industry in general during 
the coming year.” 


Business on Very Solid Ground 


Roger E. Lord, Endicott-John- 
son St. Louis plant, says: “We look 
for even a better business in 1928 
because farm prosperity is return- 
ing. Labor is well employed; stocks 
generally are low, and with an 

enormous amount of 

money ready for expan- 

sion purposes, business 

is standing on very solid 

ground. Incidentally, the 

sales in our St. 

Louis plant for 

S the past two 

weeks have 

beaten all rec- 
ords.” 

Brauer Bros. 


A, Shoe Company, 
88 


say: “Profit- 

able prosper- PA 
ity is in store 
for every shoe 
merchant who 
will stimulate 
his business 
with style— i 

shoes properly 

priced and 

consistently advertised. A 
condition is to a great ex- 
tent what you make it. 


an © 
YA 
ot? 


Concen- 
trate and study merchandise that 
is applicable to your location and 
you will find prosperity staring you 


in the face. The manufacturer 
faces the same problem, and the 
solution to ours has been style, 
price and consistent advertising, 
which resulted in increase of pairs 
and that is what you want. All 
this, of course, must be consistent 


. with good shoes and reasonable 


profit.” 


Country in Prosperous Condition 


R. C. Moulton, western manager, 
Ault-Williamson Shoe Co. says: 
“The country as a whole, especially 
agricultural regions, appear to be 
in a very prosperous condition, 
with very favorable outlook for 
1928. Merchant’s stocks are low; 
money is plentiful, and the rate is 
reasonable. Buying power seems 
to grow from day to day in St. 
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Louis because of its numerous 
wholesalers and ideal location for 
distribution, which offers  mer- 
chants an opportunity for good 
profits by continuing fairly low 
stock and quick turnover.” 


Industrial Activity Is Favorable 


W. E. Tarlton, general manager, 
Central Shoe Co. says: “Wholesome 
economic mental attitude of our 
people. Improving conditions in 
agricultural sections generally. Al- 
most complete industrial activity. 
Favorable money rates. Moderate 
retail stocks on hand. Constant 
betterment in distribution methods 
means for a higher plane of busi- 
ness activity in 1928.” 


Farmer’s Buying Power Increased 


W. H. Lampe Shoe Co. say: 
“Extraordinary prosperity has been 
sustained during ‘the past three 
years by expansion of cities creat- 






ing employment at peak wages 
despite the fact that our greatest 
farmer, was not prosperous. This 
situation is now mended and the 
farmer should be reflected in a 
natural continuation of prosperity.” 
Fred Marx, secretary of The 
Moore Shoe Company says: “St. 
for 1928 and for 
good reasons. In- 
-~ ; sell the kind 
RRZ J of shoes that 
~ 
4 make, we are 
trying to make the kind of shoes 
that are easy to sell. 
of styles, I believe I can condense 
it into the brief statement that 
among the American people and 
that the day of bizarre footwear is 
grades.” 
Basic Conditions are Sound 
of the Guaranty Trust Co., New 
York, in a special review, written 
says: 
“Among the basic conditions de- 


creator of wealth, the American 
increased buying power of the 
Shoes That Sell 
Louis is optimistic 
YEA 
RS 
stead of trying to 
are easy to 
(©) 
RIS 
“As for my opinion on the trend 
good taste is on the increase 
passed, except in the cheapest 
Francis H. Sisson, vice-president 
for the Boor AND SHOE RECORDER, 
termining business trends, the most 
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important change this year has 
taken place in the position of agri- 
culture. At the beginning of the 
crop season of 1927, the outlook 
was unusually bad. The Missis- 
sippi floods had laid waste vast 
areas of valuable farm land. The 
prospects in the South were for 
heavy damage to the coming crop 
“by the _ boll-weevil. Cold, wet 
weather had delayed the planting of 
both cotton and corn, particularly 
the latter, which was in grave dan- 
ger from early frosts. The condi- 
tion of winter wheat was only fair, 
and spring wheat was still an un- 
known quantity. The general level 
of farm prices was not encourag- 
ing to producers. 


Bigger, Better Crops 


“In the last few months the situa- 
tion has changed in many ways. 
Spring wheat has proved a highly 
successful crop and, together with 
good subsidiary crops, has greatly 
improved conditions in the North- 
west, where the agricultural de- 
pression has been particularly se- 
vere and prolonged. The total 
wheat crop is now estimated at 
867,000,000 bushels, which compares 
with 833,000,000 bushels produced 
last year and an annual average of 
808,000,000 bushels for the last five 
years. The cotton crop will be 
much smaller than last year, but is 
being marketed at such high prices 
that total returns to producers will 
probably be at least $200,000,000 
larger than a year ago. If the mar- 
ket quotations at New Orleans at 
the middle of October are used as 
a basis of comparison, the value of 
this year’s crop is 16 per cent 


TS 
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larger than last year’s de- 
spite the smaller yield. 
“Even corn, which throughout 
the season has threatened to be 
a near failure, has, with the aid 
of good weather, improved con- 
sistently throughout the season, 
and according to present esti- 
mates will be only slightly less 
abundant than a year ago. In 
the case of corn, the size of the 
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crop is a much more important fac- 
tor than the price from the stand- 
point of agriculture as a whole, 
since the greater part of the output 
is fed to animals and marketed in 
the form of livestock. 

“Changes in the position of live- 
stock producers have been more 
variable. Great improvement has 
occurred in cattle markets, where 
prices are now about 40 per cent 
higher than a year ago. Hog prices, 
on the other hand, are 10 per cent 
or more below the level of last fall, 
while the cost of corn is some 10 
per cent higher. Prices of sheep 
and lambs are at about the same 
level. 

“Altogether, the present outlook is 
for a generally higher level of pur- 
chasing power among farmers than 
has existed in many years. While 
the full effects of this improvement 
on general business will not be felt 
immediately, they are already ap- 
parent in the operations of farm 
implement producers and in retail 
trade in the principal agricultural 
sections, particularly in the sales 
of the leading mail-order houses. 

“Even among the basic industries, 
which in general present the least 
inspiring picture, recent trends 
have been by no means uniformly 
unfavorable. In the building in- 
dustry, for example, activity is 
maintained at very high levels. De- 
spite the recurrent predictions of 
recent years that construction had 
reached its peak, the volume of 
new building undertaken in several 
months so far this year has ex- 
ceeded the corresponding totals of 
1926, and for the year to date build- 
ing operations have been main- 
tained substantially at the high 
rate prevailing a year ago. The 
persistence of this huge amount of 
construction work has in large 
measure upheld the general level of 
business activity throughout the 
country and is offsetting in some 
degree the effects of decreased au- 

tomobile production.” 
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7 Getting More Shoes Sold Right 
New Theories for Old 


HE combination of the two news features for 

the week, the one the announcement of the new 
Ford car and the other the Springtime Pageant of 
Footwear, have much in common. Ford says that 
making this world a better place in which to work 
and live was an accomplishment of his first car, 
while the new one will have exceptional beauty of 
line and color, because beauty of line and color has 
come to be considered a necessity. 

In St. Louis this week all sections of the country 
were represented in both selling and buying with 
the self-evident fact always present that modern 
footwear has helped make this world a better place 
to live in and also through line and color has made 
new shoes a fashion necessity. 

J. T. Pedigo said, “Seasons have changed through 
the swift progress of civilization so that now our 
seasons are early spring, then spring, then early 
fall and fall.” Just as the Ford car has given to 
all people more leisure the modern show of beauty 
has given to the world more happiness in the pos- 
session of new and beautiful footwear. Truly, the 
automobile has been a friend to style in footwear 
by making light, airy and colorful shoes the neces- 
sity of the many. If such rapid progress comes 
that winter and summer, as such are abolished and 
we get four divisions of maximum style impor- 
tance, it has done its best in changing the view- 
point of the public. 

Thus it is that buying is now a December effort, 
thereby helping to extend the production season at 








Surely the shoe trade has kept pace with progress 
for spring is right around the corner, if the selec- 
tions of pastel and combination footwear is an 
index of changing seasons. 


Winter Helps Spring 


T took a Northwester to sweep the St. Louis 

market into a buying movement this week. On 
Wednesday morning a storm and blizzard hit St. 
Louis with rain and snow and every merchant 
present at the pageant and convention made a 
mental forward pass into spring. It was the thing 
needed to make the merchant feel that he could 
make a profit on winter shoes and rubber goods 
and it put him in a mood to invest some of his 
profits in colorful shoes for spring. 


Man and a Half Stores 


HE size of a business is not the determining 

factor of its success or its survival. Some 
relatively small concerns do a better job at select- 
ing the right shoe for the public in their commu- 
nity than some of the larger ones who look back to 
former prosperity and expect the by-gone situa- 
tion to return once more. Many a big store is 
over-equipped and over-manned because the very 
nature of its extra service and the need of having 
salespeople on duty when the customers are ready 
to shop produces that very effect. 

One of the surprises of this year has been the 
activities of little stores that are generally termed 
“man and a half shops.” The business is owned 
by the man, and he has an assistant or a school 
boy to come in to cover the boss’s late lunch hour 
and the rush of the afternoon. These little shops, 
if they stick to one or two lines of shoes, eliminate 
all the frills and just sell shoes professionally, for 
cash, are sitting pretty these days. 

The owner of a little shop knows every shoe on 
his shelves. He sticks the customer’s foot and 
knows in a moment what shoes will fit best. If 
he is located in some little suburban community he 
senses quickly the demand for a new shoe and cov- 
ers his wants by the closest of hand-to-mouth buy- 
ing. With a minimum of rent and a maximum of 
working power, he is on a fair road to a real com- 
pact business paying him a good profit over and 
above a normal salary. 

He shows that a profit is possible in shoes if sold 
intelligently. It may be necessary for him to give 
more hours than the normal city store does, but at 
any rate his hours of labor are less than the nine- 
ty-six-hour week on the farm. He earns by his 
knowledge of shoes and his community and his in- 
dependence is dear to him, for he owns his own 
business and thrives by his own effort. 
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the right point, namely, the beginning of a season. 
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Keep Quality Up 


66 HY pay 10 cents for a cigar when you 

can get just as rotten a one for a nickel?” 
So spoke a cynical gentleman who has run the 
course of all the smokes. “I try all the new ones 
as fast as they come out,” he said. “At first they 
are fine, but as they get a following they seem to 
fall off in quality and fragrance. What a pity that 
manufacturers cannot understand the necessity of 
keeping the quality up.” There is something in his 
statement for shoe manufacturers to consider. 
Gaining a market for a shoe costs real money. 
Keeping it is a matter of maintaining the quality 
and appearance. “Shoes up to sample” should 
apply to shoes that are offered in stores 2s well as 
in sample rooms. 


When In Doubt 


EVER before have buyers gone to market with 
quite such a puzzled state of mind. One of the 
brainiest men in the business told his assistant as 
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Sloppy Floor Work 


N one of the biggest and best shoe departments 

we saw a clerk violate every good rule of sell- 
ing in less than five minutes. He approached a 
woman customer with one hand in his pocket. He 
slouched up as if he was utterly indifferent. He 
turned one ear to hear what she had to say. Then 
he very leisurely sat down and pulled off her shoe. 
Then he threw it on the floor as if it were some- 
thing distasteful. He arose and sauntered over to 
the shelves and jerked out a shoe which he took 
back and poked in her face as if he was pointing 
a gun at her head. He tried the shoe on and jerked 
it off. She bought three pairs of shoes. He did 
not sell her a single pair. She was, evidently, a 
regular customer of the store and for the sake of 
her liking of the place put up with the boorish- 
ness and inefficiency of a man who should be pull- 
ing the bell cord over a pair of mules. Tell me we 
don’t need a school of salesmanship? 

* K * 

Drug stores are selling a lot of bathing slippers 

> in season and now will 








he was leaving the store 
for the train: “I am 

going to market with no 
more idea of what to 
buy than the man in 
the moon.” Surely the 
shoe trade is in a bad 
state of mind when 
such a mental condi- 
tion prevails. There 
seems to be something 
needed to stabilize 
things, to bring about 
a better concentration 
of thought. The best 
style pickers are won- 
dering and guessing 
and no one seems to be 
able to steer them 
aright. It may be that “ 
there will be a clearing 
of the skies in the next 
few weeks but right at 
this moment there is 
too much uncertainty 
and doubt for the good 
of the business. What 
is needed most is a 
touch of seasonable 
weather to start con- 
summer business. In 
the welter of the mar- 
ket there is sure to be a 
trend toward stabiliza- 
tion. Many heads are 


the next two years. 








years. 








The ‘Reason Why 


LEVINSON’S 


Hamilton, Ontario 


We are inclosing herewith our check for renewal 
subscription to the Boot AND SHOE REcoRDER for 


It is indeed a pleasure for us to receive your 
paper, which the writer finds almost invaluable. 
|| happened to be at the Style Convention in New 
York, held recently, and having received your pub- 
lication today, find how closely you follow up mat- 
ters pertaining to the shoe industry. 

Wishing you continued success, we are 


Yours very truly, 


It is indeed a compliment to the permanency of 
RECORDER service that so many merchants volun- 
tarily and cheerfully mail in advance subscription 
checks covering periods ranging from two to five 


All of which makes us realize the seriousness of 
our job, which is to guide the retail shoe merchant 
along the highway of least resistance. 

We thank Mr. Levinson for his implied confi- 
dence in RECORDER service. 


» Oe og 
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begin to sell rubber 
slipons. They also sell 
shoe polishes and dress- 
ings. Drug stores sell 
a lot of things simply 
by displaying them. 
How many shoe stores 
make complete displays 
of findings and other 
articles that might sell 
I themselves if properly 
shown? Step into any 
good drug store and see 
the hundreds of things 
shown in containers, 
special racks, and coun- 
ter displays. Would it 
not be a fine idea if 
shoe stores would take 
a leaf out of the drug- 
gist’s book? Put things 
out in sight where peo- 
ple will buy them when 
they are reminded by 
seeing them. Most 
findings are hidden 
from sight, under the 
counters, in a concealed 
spot where even the 
salespeople lose sight of 
them. 

Bring them out into 
the light of day and let 
them advertise them- 


LEVINSON’S. 
# 


President. 











X95 selves a bit. 
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better than one. 
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Advertised Lines ingS=2all ‘Towns 
Country People Are the Largest Buyers of 


NE of my friends out in the 

O sticks asked me if I thought 

it woud pay him to buy some 
lines of advertised shoes. He said, 
with a kind of a superior smile: 
“These hicks out here don’t read 
much of anything but farm papers 
and mail order catalogs.” 

Right there and then he showed how 
little he knew about his own trade. 
It is true that he has not been there 
long. He went from a big town to 
start a small town store. But he 
has the average big town idea of 
“hicks” and “rubes.” Now I am a 
hick and a rube too, but I know my 
way around. And I know that 
country folks read more magazines 
and newspapers than you would 
think. Just to be sure of my ground, 
I made a little investigation into the 
circulation of certain national pub- 
lications in this fellow’s town and 
surrounding country. 

The biggest weekly magazine in 
the world sent more than 1500 copies 
each week right into the town and 
almost as many more into the 
county. The news-stands sold a 
great pile of them every week. A 
great monthly magazine for women 
had a circulation of more than 1200 
in the town and county. Others of 
like character had distribution of 
several thousands. I think there 
were in all not less than twenty big 
national publications distributing 
many thousands of their weekly and 
monthly issues. Then I watched 
purchases in the stores for awhile. 
Nearly every inquiry was for some 
nationally known, nationally adver- 
tised product. The furniture man 
told me he could sell ten Simmons 
beds while he was trying to sell one 
of something else not so well known. 

The hardware man said he could sell 
advertised goods more easily than 
anything else. In fact, these other 
merchants all told me that adver- 
tised goods sold themselves. 

Armed with all this information, I 
went back to my doubting friend and 
unloaded it. 

“Look, Bill; you need to get your 
eyes open to the real conditions here 
in this fine little town. Your po- 


Advertised Goods 


By “Helpful Hank” 


tential market is bigger than you 
know. And your potential cus- 
tomers are much wiser and better 
posted on all merchandise than you 
have given them credit for. They 
read magazines. They know what is 
being offered for sale. They are 
asking for advertised goods in the 
other stores. Get in line, Bill.” 

He asked me how I had found out 
all those things. And I told him 
about my investigation and “visiting 
around.” He confessed that he had 
never been in the furniture store or 
hardware store. He knew both of 
the owners but he had never talked 
business with them. “I never 
thought of asking them any of the 
things you did, Hank. I guess I 
have been missing a bet. Hereafter 
I am going to get better acquainted 
with the other merchants in this 
town.” 


IGHT then and there was 

started the idea of a merchants’ 
association in that town and it is a 
thriving thing today. 

But I was speaking of advertised 
goods in small towns. I know a half 
dozen shoe men who have put in ad- 
vertised lines profitably. One in par- 
ticular carries one of the strongest 
lines of women’s shoes known in the 
shoe game. He has recently added 
the companion shoe in men’s. For a 
long time he has had the exclusive 
agency for a great line of children’s 
shoes. He says they are “wheat in 
the mill.” 

In my travels I have never seen 
an advertised line offered in a clear- 
ance sale in one of my small towns. 
I have asked merchants about this 
and they tell me they never have any 
odds and ends to clear. “Our stocks 
of advertised shoes sell out so cleanly 
and evenly we never have any 
trouble with them. And we are not 
bothered with the changing elements 
of style and color and patterns and 
all that in so great a degree. An- 
other thing, we never have to fight 
unfair competition. 

“You see, we have the exclusive 
rights to sell those shoes. People 
cannot buy them in any other store. 





That puts an end to unfair practice 
and cut prices. We can carry less 
stock because we can size up on ou: 
advertised lines in a hurry. That 
helps the small town merchant mo: 
than anything else.” 

“But how do you handle the new 
style thing? Your advertised lines 
surely keep up with styles to some 
extent.” 

“When a new style comes out we 
buy only a few pairs and try them 
out. If people warm up to them we 
can increase our stock gradually. No 
plunging and no occasion for over- 
stocking.” 

A few days ago I happened to drop 
into one of those little kike stores 
just to see how he was taking life. 
He was complaining, of course, and 
told me that the shoe business was 
getting “rottener” and “rottener.” 
While I was talking to him a woman 
came in and asked if he had a certain 
line of advertised shoes. She said 
she had been into every store in 
town and could not find it. He said 
that he did not carry that line of 
junk, but that he had a much better 
line. Out she went with her nose in 
the air. “Now, you see,” said my 
little storekeeper, “didn’t I tell you 
business is rotten? They come in 
here all the time and ask for things 
I ain’t got.” 

I leave you to draw your own con- 
clusions. No wonder business gets 
“rottener” and “rottener.” You 
have to give people what they ask for 
nowadays. 


ND believe me, it is not wild 
style they are asking for in the 
small towns and cities as much as it 
is for staple, established, nationally 
advertised goods. 

I am not boosting anybody’s shoes 
in particular outside the line I carry. 
We make a good line and tell the 
world about it. I never have the 
least trouble making a _ merchant 
understand what I am selling. He 
knows the minute I mention the 
name. He reads our ads in the trade 
papers—that is, if he is the right 
kind of a merchant. I don’t sell the 
other kind. 
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PRING’S earliest style 
impulses indicate a re- 
turn of novelty mate- 

rials in footwear fashions. 


A 


* * * 


To be able to blend three 
related soft pastel colors in 
one pair of shoes is a new art in fashioning footwear. 


*x* * * 


Basket weave shoes in contrasting strands are designed 
for Southern winter resort wear and should then be 
held for real summer. 


*x* * * 


The business placed at St. Louis was fully up to 
expectations. The retarded fall and winter season pre- 
vented whirlwind buying for spring. 


* * * 


Some manufacturers report 25 per cent more pairs 
sold on early spring types. 


* * * 


This week in St. Louis was significant for the atten- 
dance of merchants from every section of the country, 
all showing tremendous interest in the price situation. 
There was no active protest against increased prices 
for shoes. 
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SPRINGWARD 
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As shown on the runway 
shoes for sport and street 
wear ran 75 per cent straps, 
20 per cent ties and 5 per 
cent pumps. Low heels 
(Cuban) ran 60 per cent 
and high heels, 40 per cent. 
Colored kids ran 70 per 
cent; suedes, 15 per cent; basket weaves, 10 per cent, 
and patents, 5 per cent. In actual buying, however, 
patents ran 45 per cent. Fully 60 per cent of the pur- 
chases of street and sport shoes were ties. 


m TF & 


* * * 


Afternoon wear showings consisted of 75 per cent 
straps, 20 per cent pumps and 5 per cent ties. High 
heels accounted for 95 per cent of the showing. Colored 
kid ran 60 per cent, patent leather 10 per cent and satin 
5 per cent. Suedes ran 25 per cent. 


eS s+ # 


For evening wear the showing ran 60 per cent straps 
and 40 per cent pumps. Silver kid ran 25 per cent; 
colored kid, 5 per cent; pastel suedes, 5 per cent; black 
satin, 10 per cent, the balance being made up of sequins, 
brocades, black and red velvet, pink satin and gold 


basket cloth. 
* * * 


The blizzard Wednesday started a Spring buying 
movement. 
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Tune In On New Spring Styles 


Station BSR (Boot and Shoe Recorder) Broadcasts 
St. Louis Footwear Pageant 


the 


ADIES and gentlemen, we are 

] now in the ballroom of the 
Statler Hotel, St. Louis, where 

the Fourth Annual Pageant of Foot- 
wear Fashions is being held, start- 
ing Monday, Nov. 28, to Dec. 1. The 
auditorium is packed with 800 shoe 
men eager for the first glance of 
spring’s newest footwear styles. 
There’s Maurice Wolock of Chicago 


You weren't supposed to look 
merely at the feet of all the girls 
who appeared on the runway. A 
couple of good examples of what 
we mean are seen here—the ballet 


and Jesse Adler. Just coming in the 
door is Tony Gueting; with him are 
Charlie Williams, Rube Stiefel and 
John C. McKeon. It looks like a gala 
night. Most of the important indi- 
viduals in the shoe industry are 
here. 

At the east end of the room is the 
specially built stage, with a curtain 
of purple velvet on which hang me- 


above and the pages to the right - 


dallions with the slogan of the Style 
Pageant, “Shoes That Sell.” The 
runway, built to give a perfect peep 
at shoe styles, runs the entire length 
of the room, then makes a left turn 
where the models descend. The 
starting hour approaches. We now 
have Dave W. Martin, president of 
the St. Louis Shoe Manufacturers 
and Wholesalers’ Association, on the 
runway. He extends a welcome from 
the St. Louis shoe trade, emphasiz- 
ing that all cooperation possible is 
being exerted to make the visitors’ 
stay happy and profitable. Martin 
has just introduced Harry Delf, mas- 
ter of ceremonies. You’re going to 
like Delf. They are applauding him 
now. “Keep your eyes on the shoes,” 
is his caution. The orchestra blares 
into syncopation and Max Goldman 
steps up the tempo. Pouring from 
each entrance at the side of the 
drawing room on the stage are the 
Greenwich Follies Girls, and they 
possess a potent punch in patting 
feet on the runway. 

The audience shouts for more, but 
Delf announces the first promenade 
of the mannequins, the sport and 
street wear. Preceding each model 
is a page announcing the maker of 
the footwear displayed by the model. 

Rose blush kid is prominently dis- 
played and for early spring will play 
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an important note in the demand. 
The advancing season will reveal a 
tendency toward higher colors, and 
here honey-beige will wear the style 
crown of shoedom. The step into 
blossom time of spring and style will 
disclose beautiful effects in basket- 
weave materials that will sound a 
new note in the style trend. The 
colored kid patterns are trimmed in 
harmonizing motifs with vamp and 
quarter combinations sharing a good 
portion of the representation. Har- 
monizing arrangements are concise, 
with pastel tones deliciously selected 
to develop a season of beautiful foot- 
wear. Ties are designed in varying 
effects, open fronts with airy de- 
signs predominating. 


HE last mannequin has left the 

runway and Carlo Restivo, wiz- 
ard of the accordion, is working like 
a Trojan to please, and he registers 
immensely. Following is Ruth Roye, 
star of vaudeville, and to her a warm 
welcome is given. Character songs 
have captivated her audience and 
two encores complete her appear- 
ance. 

And now we have the second 
promenade, that of afternoon wear. 
The pages are wearing tiger skin 
costumes—and how honey-beige kid 
is outstanding as a material in this 
promenade! Silk kid is well blended 
and two or three patterns in an 
orchid shade are striking in beauty. 
Tweed printed calf has been molded 
into unusual shoes which add a dis- 
tinct note in the color field. Suede 
is distinctively used in combination 
with honey-beige, principally in 











attraction— 
“Comedienne of 
Syncopation” 


Another Pageant 


Ruth Roye, 


vamp and quarter patterns. Out- 
standing are some patterns of mo- 
saic kid in combination with other 
materials. A pattern of mosaic kid 
quarter with patent vamp brightens 
the eyes of keen style men seated 
along the runway. One-straps lead 
the pattern parade by a wide mar- 
gin, ties showing only a slight per- 
centage of patterns displayed. Harry 
Delf has just completed his act with 
a character sketch that was received 
with much gusto. 

The third promenade, evening 
wear, reveals a mixture of gold and 
silver in both straps and pumps. 
Some silk kids have been inserted 
with satisfying results. Seven love- 
ly little tots display the very latest 





A group of comely models who helped put style across at St. Louts 
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fads and fancies in children’s foot- 
wear. 

Besides beautiful footwear, the 
most important asset to the beauti- 
ful pageant is the costuming, which 
reveals fashion’s decree for spring 
in garments and millinery. Each 
mannequin is correctly attired re- 
garding color and material, which is 
matched with the proper shoe for the 
occasion. 

The finale is announced. Again 
the dancing girls offer a jumping 
rope number that out-Tillers the 
once famous Tiller Girls. 

In signing off, ladies and gentle- 
men, we feel that the progression of 
style and ability to present it most 
interestingly makes the Fourth 
Pageant of Footwear Fashions at 
St. Louis outstanding in beauty and 
entertainment. Good night. 


x * * 


LL in all, this Fourth Annual 

Pageant of Footwear Fashions 
was the biggest and best yet held in 
St. Louis. It was a peppy show, in- 
terlarded with a display of real style 
in footwear, the solid meat of the 
sandwich, wrapped in the palatable 
but lighter outer covering of enter- 
tainment. The credit for such an 
elaborate review goes to Howard 
Stephens, O. M. James and C, A. 
Moore, who conceived and executed 
it. They did a glorious job and the 
enthusiasm of the merchants who 
viewed the pageant on the four suc- 
cessive days was a measurable ap- 
preciation of the months of hard 
work spent in preparing the entire 
show. 
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A Rousing Convention at St. Louis 
_ Big Boys of the Southwest Stage Spirited 


Luncheon Meetings During Pageant Week 


NE HUNDRED AND FIFTY 
O leading merchants, manufac- 

turers and others closely as- 
sociated with the shoe industry par- 
ticipated in the spirit style in St. 
Louis night at the president’s dinner 
—Arthur E. Ebbs’ de luxe party— 
held in the club house of the Missouri 
Athletic Association, Sunday, Nov. 
27. It was the opening event of the 
annual convention of the Southwest- 
ern Shoe Retailers’ Association and 
of the St. Louis Pageant of Foot- 
wear Fashion under the auspices of 
the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association. 

It resembled a home-coming in the 
shoe trade, as ali sections were rep- 
resented, thirty-eight States regis- 
tering on Sunday. 

The hospitality of St. Louis bub- 
bled over and fairly sparkled with 
brilliance in its wholeheartedness. 
The banquet was interspersed with 
effervescent humor. 





A. G. White, the treasurer of the St. Louis 
Shoe Manufacturers and Wholesalers As- 
sociation, who holds down the dough-bag 








Reuben Stiefel of Memphis, the new 
President of the Southwestern Shoe 
Retailers Association 


Did they talk about everything? 
Positively. 


Were all the ills of the shoe trade 


cured? 

Absolutely. 

Many topics vital to the success 
of the shoe trade were touched upon 
and problems affecting the trade 
were discussed with vigor. 

The toastmaster was Arthur D. 
Anderson, editor, BooT AND SHOE 
RECORDER. 

Judge Walter J. G. Neun, presi- 
dent, Board of Aldermen, extended 
the greetings of St. Louis in his 
speech from “The Pilot’s Seat in 
Steering the Ship.” 

Harold M. Bixby, president, St. 
Louis Chamber of Commerce, who 
was the backer of Col. Charles A. 
Lindbergh, told intimate stories of 
“Slim,” then told the industry to in- 
crease and expand public apprecia- 
tion of footwear, not by more and 
rougher sidewalks, but by style, color 
and appeal. He was followed by D. 
W. Martin, president, St. Louis Shoe 
Manufacturers’ and Wholesalers’ As- 
sociation, who spoke on “I Do Not 
Choose to Run in 1929.” 

Henry W. Cook, president, Na- 
tional Boot and Shoe Manufacturers’ 
Association, talked on “The Retailer 
and the Manufacturer,” and E. B. 


Terhune, president and general man- 
ager, BooOT AND SHOE RECORDER, 
gave an address entitled “Hopping 
Off for 1928.” 

John C. McKeon, chairman, Shoe 
Styles Conferences, talked on “New 
and Better Styles for a Happier Shoe 
Year Ahead.” 

J. T. Pedigo, first vice-president, 
National Boot and Shoe Manufac- 
turers’ Association, discussed “A 
Perfect Hop-Off for Spring Busi- 
ness.” 

Charles W. Evans, past president, 
National Shoe Travelers’ Associa- 
tion, spoke on “The Pursuit Group of 
the Industry.” 

James H. Stone, president, The 
Shoe Retailer, spoke on “Hides, 
Hides, Hides, Up in the Clouds.” 

A. H. Geuting, president, Nationa) 
Shoe Retailers’ Association, took as 
his topic, “Shoe Merchants Flying 
in a Fog.” 








CEC 


“Charlie” Williams, the “big” retailer «ho 
is always present wherever shoe men 
gather 
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Dave Martin, the President of the Si. 

Louis Shoe Manufacturers and Whole- 

salers Association was right there with the 
glad hand of welcome for everybody 


Charles E. Williams, chairman, Fi- 
nance Committee, Southwestern 
Shoe Retailers’ Association, produced 
some “Plane Facts from a Success- 
ful Pilot.” 

The greatest social gathering of 
the year was the occasion for start- 
ing an entire industry in its swift 
stride toward spring and style and 
profits. 

The convention proper opened with 
a noon luncheon at the Statler Hotel, 
Monday, Nov. 28. For the conser- 
vation of the merchants’ time, the 
business sessions were held at the 
luncheons which was well attended. 
At the head table were seated an ar- 






































A, J. Kempner, one of the vice-presidents 
of the Southwestern tried his hand at gavel 
wielding at the Wednesday session 


ray of shoe executives from every 
phase of the industry. 

The first speaker was Henry W. 
Cook, president of the National Boot 
and Shoe Manufacturers’ Association 
and president of the A. E. Nettleton 
Co., who said in part: 

“We are in an advancing market 
that six months or a year from now 
may seem to have been impossible. 
But why be disturbed? It is a tra- 
dition of business that men make 
money on an advancing market. 
Let’s not hesitate! Let’s be ready! 
It may seem selfish but certainly not 
unethical or poor business to take 
advantage of our opportunities as 
they present themselves. 

“Prices are going higher and, I 
fear, much higher. The resourceful 
dealer—the one who owns his market 
—will take advantage of his oppor- 
tunity to cash in with real profits. 
Not to do so might be fatal later on 
when the price trend goes the other 
way. Don’t be afraid to anticipate 
the necessary mark-up far enough in 
advance to cash in before a loss is 
taken. 





“Ask Me Another’ Mahler, (Frank A.) 

the genial and busy secretary of the St. 

Louis Shoe Manufacturers and Whole- 
salers Association 









“I can’t pass over this important 
question without cautioning you not 
to disturb your present standards of 
quality to meet a price. If you are 
doing a real, worthwhile business and 
have made a place for yourself 
in your city, your customers are buy- 
ing quality and not price. To change 
your quality standards every time a 
price change is necessary might 
prove harmful, if not actually disas- 
trous.” 

Morris Wolock, president of Wo- 
lock & Bauer, Chicago, made a mas- 
terful address on “Building Boule- 
vard Business.” He reviewed the 
history of the Wolock & Bauer Shoe 
Co. from its small beginning. He 
stressed the development of their 
adoption of a price range from $8.50 
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Arthur Ebbs, retiring president of the 
Southwestern Shoe Retailers Association 


to $14.50. With the progress of the 
shoe business and new fields to con- 
quer, he outlined the necessity of a 
store where better footwear could be 
merchandised. From this thought, 
the gorgeous Michigan Avenue store 
was established at a cost of $125,000, 
with a definite price range of $15 up. 
Mr. Wolock stated that if the figures 
were revealed as to the volume of 
business transacted in their store it 
would behoove every merchant to 
make a serious effort in selling better 
grade merchandise. Their business, 
he stated, was built without the aid 
of unnecessary sales and no super- 
human effort, but business grew from 
a definite policy of service and price. 


\ 


aye -'7 





—s 


J. T. Pedigo, the proud pap of the Novem- 
ber dates for the Spring Footwear Pageant 


[CONTINUED ON PAGE 81} 











heel and. saddle of Astralac lizard 












Plaza gray kid with overlay pattern on 
vamp of lavender silk kid. The lop- 
sided effect of pattern much in vogue 
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Two-strap sandal of honey-beige kid, 














One-eyelet tie of honey-beige kid with 
saddle of honey-beige Astralac lizard 


The “Leopards,” who made 
merry at the Shoe Style 
Pageant 


HE photographs shown on 
these two pages were taken at 
the opening of the St. Louis 
Shoe Style Pageant on Monday, 
Nov. 28, at 3 o’clock in the afternoon, 
were developed and immediately 
transmitted to New York by the tele- 
photo process, through the courtesy 
of R. E. Moore, manager of the 
Telephotograph Division of the 
American Telephone & Telegraph 
Company. Prints were made in the 
New York office of the American 
Telephone & Telegraph Company and 
immediately handed over to the New 
York editorial office of the Boor AND 
SHOE RECORDER, who had them in the 
hands of the engravers before 5 
o'clock the same day. 
The actual time consumed in trans- 
mitting each picture is less than seven 
minutes. The process employed in 
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Open-front vagabond tie pattern in rose 
blush kid with contrasting brown kid 
saddle, short vamp last, 22/8 heel 
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Hot Off the Gi 
Transmitted 


transmitting pictures by telegraph in- 
volves the use of a beam of light, 
less one one-hundredth of an inch in 
diameter across the face of the pic- 
ture. This light beam, in turn oper- 
ates a light sensitive tube, which con- 
verts the light into electrical impulses 
sent over the telegraph wires. At the 
receiving end is an apparatus syn- 
chronized exactly with the sending 
apparatus, and the electric impulses 
are changed into light beams by 
means of the tube and this light, 
playing on a sensitized film produces 
the negative of the picture. From 
this negative the prints are made 
The pictures taken at the St. Louis 
pageant were transmitted simultane- 
ously to New York, Boston, Atlanta, 
Cleveland, Chicago, San Francisco 
and Los Angeles, and, as a demon- 
stration, sent over the wire and re- 
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One strap, with vamp of mosaic kid and 
quarter of honey-beige kid, 18/8 cov- 
ered heel 


produced in the home city, St. Louis. 

The use of the telephoto process 
on this occasion demonstrated the 
practicability and value of the process 
in the quick transmission of style in- 
formation. The pictures, when re- 
ceived in New York, were shown to 
several interested shoe men, who were 
thus enabled to see the styles being 
offered in St. Louis, within an hour 
or so after the same styles were actu- 
ally shown to shoe buyers on the 
spot. 

Fast moving styles need a fast 
moving medium for making them 
known to the trade and the public. 
Styles born in any part of the world 
today may be transmitted to any other 
part of the globe almost the instant 
they first see the light of day. 
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Honey-beige silk kid one strap, strap One strap of rose-toned kid, trimmed 
trimmed in blue kid, inserted in cutouts in honey-beige silk kid, 21/8 covered 
around collar, normally high heel heel 
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Part of the throng and the runway at the opening of the St. Louis Shoe 
Style Pageant, Monday, Nov. 28, 1927 
























Black satin, mystic center strap, silver 


One strap orchid kid vamp and quarter, 
kid trimmed, 19/8 covered spike heel 


fancy silver embossed kid strap and heel, 
medium short last, 19/8 spike heel 
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A New Beauty in Line and Design 


Artistry Wins New Style Victories 


lines on footwear. Paris may still inspire, but 
America creates more real new and beautiful lines 
in shoes than does Paris. Style designers do not travel 
to Paris in such numbers as they did formerly, but work 
out, in their own studios, patterns, designs and color 
combinations in footwear that are the envy of the whole 
world. No longer is there a sameness in design and 
color in our shoes. Basic trends there may be, but it is 
the individual working out of these trends that gives us 
our wide diversity in color and line, and incidentally, 
gives the real artist and designer a chance to use his 
feeling for color and his eye for line. Slavishly copying 
a design originated in Europe is no longer necessary, 
nor is it good business, The great shoe trade of America 
numbers in its ranks artists who are capable of creating 
new designs and working out new color combinations 
that will suit the American woman’s foot much better 
than the designs and color schemes originated abroad. 
Probably the most forward strides in shoe designing 
have been made in the field of imparting daintiness and 
slenderness to the foot regardless of its size. By the 
clever use of broken lines and the placing of patches of 
color the optical illusion of smallness is obtained. 
Women no longer all want the same kind or type of 
shoe. Thus it is that there is no longer one outstanding 
style or design in footwear that takes the lead as the big 
real volume seller every season. The trite expression 
“Anything beautiful will sell,” has become more than an 


A MERICA, shoewise, has learned how to draw new 


actuality ; it is the basic principle on which new designs 
and colorings are founded. The first consideration of a 
shoe is its beauty of line or of color, or of both. 

Casting a prophetic eye toward Spring and Summer of 
1928, we see a wider variety of designs and color com- 
binations in footwear, each design and color brought forth 
with the definite idea of beauty in mind, and with true 
relationship to a harmonious ensemble. Shoes are acces- 
sories to the costume and complete it. They are no 
merely extra pieces of apparel. The true relationship 
of the shoe to the rest of the costume must be kept in 
mind from the first conception of the pattern and colo 
scheme, to the final sale in the retail store. 


HUS it is that we find in the early Spring shoe mode! 

that are now in process of production a stressing of 
the shades that will fit into the general costume col: 
scheme, and patterns that will not only harmonize wit! 
the costume silhouette but add to it the final and finishin 
touch that makes it a real “ensemble.” 

The light beige tones, starting from marron glace and 
running to Honey beige and white jade, which is just 
off a pure white, are well represented in the early show- 
ings, for these colors blend and harmonize with the cos- 
tume shades. Black, of course, has its place, as it 
always has, but the black is relieved by touches of color, 
skillfully applied. 

Patterns run the gamut, from pumps, through step-ins 
and straps to glorified oxfords. New types of straps 
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fastenings have been created and new embellishments in 
the way of fancy buttons and ornaments have been 
used. 

Colored kid and suede have first call in the materials 
used, although reptiles and the fancy leathers, including 
some of the new finishes recently produced, have found 
their way into the new Spring shoes. 


Y all odds, the light beige tones give the most promi- 
nent indications of leading the march of footwear 
color next Spring. The three tones or casts of beiges, 
in order of their importance and with relation to their 
harmony with costume colors are the natural beige, of 
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which white jade is an excellent example, the yellowish 
beige, to which classification Honey-beige belongs, and 
the pinkish beige, well represented by rose-blush. These 
are the foundation tones in beiges and in them can be 
found sufficient harmony to blend with almost any of the 
Spring costumes. 


To what extent white jade will replace white is a 
question that is bothering the entire trade. It is certain 
that among the very smartly dressed women, white jade 
will be favored over white for wear at Palm Beach and 
other winter resorts. Whether or not it will replace 
white for real summer wear remains to be determined 
by the course of events. 
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Two tones of beige kid are 

used in this shoe with a new 

and unique working of the 
strap 


A dainty two-strap model in 

which marron glace and 

Honey beige kid have been 
effectively combined 


Beige kid makes the strap 

and side overlay on this 

black patent slipper with a 
broad single strap 


Beige snake forms the quar- 

ter and strap and patent 

leather the heel and vamp in 
this novel pattern 


This roseblush slipper with 

its high graceful front clos- 

ing uses Honey beige kid 
for trimming and piping 
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Fancy stitching and cleverly 

overlaid straps make this 

patel suede pump new and 
interesting 





Jeweled decorations for the 

sides and tongue lift this 

colored kid pump from the 
class of the ordinary 


Graceful instep decoration 

in three tones of colored 

leather decorate this step-in 
model of rose-blush kid 





This clever design is a com- 

bination of the pump, ox- 

ford and fringed tongue 
ideas 


The ever popular Opera 

with a jeweled buckle al- 

ways has a place in high- 
grade footwear 


OR a OG OE 
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Getting Ready for the Big Show 


N.S. R. A. Convention and Style Show in Chicago 





Next Month to Have Many New Features 


of the annual convention, ex- 

position and style show of the 
National Shoe Retailers’ Association, 
Chicago now has a single establish- 
ment large enough and complete 
enough to house all of the official ac- 
tivities of this tremendous national 
gathering of men from the shoe, 
leather and allied trades. 

This establishment is the new 
Hotel Stevens, which occupies the 
entire block between Seventh and 
Eighth Streets on Michigan Boule- 
vard. This new hotel is the largest 
and most completely equipped hotel 
and convention establishment in the 
world. It is called “Chicago’s latest 
wonder” and has consequently be- 
come one of the most important fea- 
tures in the plans and arrangements 
which bid fair to establish an en- 
tirely new era in national conven- 
tions when the N. S. R. A. holds its 
seventeenth annual convention, ex- 
position and style show there on 
Jan. 9, 10, 11 and 12. 

This gargantuan hosterly immedi- 
ately becomes news—and good news 
—to men in all sections of the coun- 
try who recall the handicaps under 
which these conventions in the days 
of the Coliseum show have grown 
constantly more helpful and more im- 
portant to the business success of 
every shoe retailer in the land. 

This is the scene and setting for 
the coming convention which Man- 
ager George M. Spangler says is to 
be “the greatest N. S. R. A. conven- 
tion with the finest style show, the 
most efficient arrangement for time 
saving and the transactions of asso- 
ciation and private business, the 
most effective display system, and 
the most helpful program through- 
out—all under one roof for the first 
time.” 

This year for the first time those 
on duty in exhibition display booths 
can be in touch at all times with 
their sample rooms by telephone. 
Going to an exhibitor’s private head- 
quarters will be merely a case of 
taking an elevator. 

This year for the first time both 
the exhibition and the style show 
revues will be conducted on the 
“group presentation plan,” whereby 
merchants will have every possible 


F::' the first time in the history 


Only one of the 
many attractive 
manniquins who 
will display Spring’ s 
latest footwear of- 
ferings at the N. S. 
R. A. Style Show 
in Chicago next 
month 


assistance in the comparison and se- 
lection of merchandise. The high- 
style bench-made shoes will be dis- 
played in a special de luxe salon ad- 
jacent to the main exhibition. On 
the runway the “group presentation” 
will be carried more into detail. 
Nothing but legitimate merchandise 
styles will be permitted on the run- 
way by the judges representing the 
manufacturers, retailers and travel- 
ers. These will be presented in 
groups according to style-and-selling- 
range for easy comparison. In other 
words, exotic evening shoes will nét 
be sprinkled in with walking shoes, 
nor will small-town staples be forced 
to compete for attention with hot- 
style novelties—and freak “stunt” 
shoes will be barred. Everything 
about this show’s program has been 
aimed at business efficiency and the 
best possible service in broadcasting 
style, merchandise and business pro- 
cedure information to the retailers 
of the country there assembled. 

The roster of exhibiting firms 
already reads like a Blue Book of 





the national leaders in the 
leather and allied industries. 
ager Spangler reports that the ex- 
ceptionally favorable setting for the 
displays has led the cooperating 
manufacturers to make their selec- 
tions earlier than usual and only a 
few of the better locations are now 
open, with a sell-out weeks ahead of 
the convention date already a sure 
thing. 

The National Shoe Travelers’ As- 
sociation have seen that all signs 
point to the unprecedented success 
of the new régime in N. S. R. A. 
gatherings. Their annual conven- 
tion was originally scheduled for 
Indianapolis, but President Charles 
W. Morrill has just announced that 
it will be transferred to the Hotel 
Stevens in Chicago, opening there on 
Jan. 7 and continuing on the 8th 
and 9th. 

The big mystery of the N. S. R. A. 
convention up to date is the style 
show. This year President Geuting 
prevailed upon Julius Goldberg, 
famous style-merchandising special- 
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ist of the O’Connor & Goldberg firm 
in Chicago, to accept the chairman- 
ship of the style show committee. 
Edward Beck has been retained 
again as director of the show. And 
that’s all that Chairman Goldberg 
will say until later, except this: He 
admits that he has had the same firm 
of interior decorators, who recently 
completed his own residence, work- 
ing on some sort of a job that’s 
going to cost $12,000 and transform 
what has always been a sort of a 
procession into a real show for real 
shoes with something doing every 
minute during the two performances 
on Monday and Tuesday evenings. 

Director Beck and his assistants 
have scoured Chicgao and all the 
surrounding girls’ colleges to get 75 
models to suit this setting. To pro- 
cure charm, style and pulchritude 
they even raised the size limitations 
from 4B to 6%B—and Mr. Beck 
says that both “B’s” stand for Busi- 
ness as well as Bigger and Better 
models. 

‘As this is written Julius Goldberg 
is in Paris. That means the latest 
scenic and shoe style ideas of Europe 
and America will be charmingly re- 
vealed in the twice-nightly runway 
revue. 

Mr. Goldberg, the famous Chicago 
stylist, is the man who has combined 
75 beautiful misses into one big 
mystery. No one yet knows (except 
Style Shoe Director Edward Beck) 
just how he’s going to do it, but Di- 
rector Beck says the new-era Gold- 
berg revue is going to make those 75 
misses score a hit. 


AND SHOE RECORDER 


Two more 
of the beauties 
who will appear 
on the runway at the 
Chicago style show 


In arrangement, in plan and in 
orderly educational method of pres- 
entation the style revue this year 
will be radically better—a vast im- 
provement—and before Chairman 
Goldberg left for Paris he gave out 
a statement in which he outlined the 
changes he proposes to make, but 
carefully concealed, as usual, the 
actual scene and scenario which he 
has planned to transform the revue 
this year from a mere procession to 
a real show. 

Incidentally, Chairman Goldberg 
has not achieved his reputation as a 
foremost stylist by accident. He has 
fashion studios in both Paris and 
New York and his office in Chicago 
is fitted with a miniature runway on 
which models display footwear sub- 
mitted to his firm for his critical 
eye to approve, alter or disapprove. 


66 HE 1928 convention of The Na- 

tional Shoe Retailers’ Associa- 
tion promises to be the most success- 
ful gathering in the association’s 
history,” said Executive Manager 
George M. Spangler last week to a 
representative of THE BOOT AND 
SHOE RECORDER. 

“The coming gathering of our 
trade gives this promise,” continued 
Manager Spangler, “because while 
we have talked ‘Cooperation’ in past 
years until we have all but worn the 
word out, it has remained for this 
year to make it effective. 

“Perhaps the best evidence we have 
of this feeling is the action of The 
National Shoe Travelers’ Association 
in not only changing their convention 


city from Indianapolis to Chicago in 
order to work in closer harmony with 
their friends the retailers, but their 
further action in joining with The 
National Shoe Retailers’ Associa- 
tion in the conduct of one big ban- 
quet under the combined auspices of 
both organizations. We of the re- 
tailers’ organization know that we 
need the ‘Travelers’ and we are 
pleased that the ‘Travelers’ recipro- 
cate this sentiment. 

“T am receiving assurances of sup- 
port from the men in the ‘Travelers’ 
organization pledging their inten- 
tions now that the two organizations 
are working toward one common end 
to do everything possible to bring 
the attendance to a new level. 

“From our eastern offices come re- 
ports from the men who are actively 
engaged in the work under way to 
swell the volume of men’s shoe busi- 
ness indicating the keener and more 
far-reaching interest manifested in 
retail circles and emphasizing the 
advantages which retailers expect 
will accrue from attending the con- 
vention and exposition of the ‘Na- 
tional’ in January. 

“The retail shoe merchant who 
comes to next January’s convention 
with an open mind and a carry- 
through determination to merchan- 
dise his time to the best advantage, 
will make it his business to include 
the special discussions which we have 
arranged for the benefit of the earn- 
est seeker in quest of expert advice 
on how to improve his method of con- 
ducting a retail shoe business, be he 
the proprietor of one store or many.” 
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“HI-TOPPERS 


Reg. U. S. Pat. Off. 


the boot that gives° you EXTRA PROFITS 


ROMPT, factory-make deliveries, 
P stylish colors, and exclusive features 
—all spell success for the merchant 
who wants to cash in quick with 
“Hi-Toppers”—a live number for this 
in-between season. 


You know how big Russian boots went 











Now—between seasons 






in Europe last year. Now “Hi-Toppers” 


are the trim stylish American interpreta- 
tion of Russian boots. They are locked 
at the ankle—to ensure proper fit and 
prevent slipping at the heel. 
“Hi-Toppers” can be worn in bad 
weather with the cuff turned up and as a 
style feature the cuff can be turned down 
—revealing beautiful scalloped effects in 
many color combinations. 
““Hi-Toppers” are protected by U. S. 


Patents—your protection as well as ours. 











Combinations 















































that should sell in 
the order named 


1. Brown kid, Honey 


beige combination cuff. 


2. Patent uppers with 
black suede quarter. Gun 
metal silk kid and patent 
cuff. 


3. Brown kid vamp with 
brown suede quarter, 
Honey beige and brown 
kid cuff. 

A. Fawn kid upper (Rose 
\{ Blush No. 2) Fawn suede 
quarter, Fawn kid and 
white jade cuff. 





5. Plaza gray kid uppers. 
Plaza gray suede quarter, 
Alice Blue silk kid and 
Plaza gray kid cuff. 


Note: Colored fur can be ued for 

















all-over cuff in place of leather 





PLANT CORPORATION 


Boston, Massachusetts 
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eee people who get same thrill is communicated right 
life’s first fashion thrills, the | down the line of industry to the 
achievement of anew style note customer in the shoe stores of 
is something superlatively pleasant. | America. 

They live in style and for style. 







From those exclusive places where 
So do we, as stylists of shoes, love __ brilliant people are at leisure, or 
beauty in line and accent. The  play,come our own style impulses. 


























CONAWAY-WINTER-OCHS, Inc., #:@€"siant 


BOSTON, MASS. 












134 SUMMER STREET 











VIENNA LONDON BROOKLYN ST. LOUIS CHICAGO 





BOOT AND SHOE RECORDER 


Oo). 
AG} 


‘‘We want to start a 
WHOLESALE 





Shoe Business 





in 
Buffalo and Cleveland 


with two or three reputable 
shoe men as our pariners’’ 


This request came from a client of ours 
who is ready now to interview several men of 
high character and good reputation, having a working 
knowledge of the shoe business and with a reasonable 
amount of capital, in the above cities, in the interests of 
establishing in each a corporation to distribute a complete 


line of popular-priced, women’s novelty footwear. 


Those who apply must be highly recom- 
mended, responsible and reliable, with a_busi- 
ness reputation above reproach. Young in ideas but old 
in experience, they will have profitable connection and will 
be known as aggressive salesmen who have produced big 
results for the firms they are now with. They will be 
keen enough to see the tremendous possibilities for them- 
selves in a business in which they have an interest. 


For the men who meet the above re- 


quirements, this is the opportunity of a lifetime. 
They will virtually head their own specialty house, han- 
dling a seasonable line of fast-selling women’s novelty 
footwear to retail at popular prices. The line is made by 
our client who has a strongly reliable and successful 
reputation over the past fifteen years, and who will 


partially finance the business. 


Send us your record, references 

and recommendations. All com- 

munications will be considered 
strictly confidential. 


JOHN W. QUEEN 


Advertising and Merchandising 


5 PARK SQUARE BOSTON, MASS. 


0 
[95 
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MERCHANTS SHOE OFFERS 
THESE FAST SELLERS 


Rita 


Brown Suede, 
with Bronze Patent 
Black Suede, 

with Black Lizard 


19/8 Spike Heels on 
wide toe short vamp 
last. A-B-C. 

14/8 Cuban Heels on 
modified toe. B-C 


$4.00 


Jeanne Mule Pump 
With 19/8 Spike Heels 
Black Patent AA-C 

AA 


Black Satin A, 
Blue Velvet B-C 


$4.00 


Midnight Blue Kid 
Grey Kid 

Black Flower Satin 
Brown Flower Satin 


$4.25 


Silver Kid 
$4.85 


Lucille 


Bronze Patent Spike 
only re 
Black Patent Spike 
and Cuban A-B-C 
Brown Suede Spike 
BC 


Black Satin Spike 
and Cuban A-B 
White Satin Spike B-C 
$3.60 
Silver Kid AA-C 
$4.85 


Ready-to-Ship 


No initial orders for less than 12 pairs 





Boston, Mass. 


57 Lincoln St. 
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In . 
Conservative 


Styles 
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A constructive shoe 
style by Richards and 
Brennan, the “Frat,” 
with Spineless con- 
struction, 





Armstrongs Cork Box Toes and Cork Counters are 
widely used for their comforf-giving 
_ Style-preserving qualities 


OUR customers who favor conserva- 
tive shoe styles can enjoy the same 
toe-comfort as the wearers of the broad 
toe styles. For Armstrong’s Cork Box 
Toes are just as suitable for medium 
width toes as for the broader types. 
Armstrong’s Cork Box Toes are resili- 
ent and springy, giving a comfort at the 
toe never before realized. Yet they are 
firm enough to hold their shape and pre- 
serve the trim lines of the shoes. 
Armstrong’s Cork Counters are a new 


departure in American shoemaking, af- 
fording the same comfort at the heel that 
Armstrong’s Cork Box Toes give at the 
toe. They have amply demonstrated that 
they will stand up and give service under 
severe wearing conditions. 


When you order conservative styles 
from. your manufacturer, specify Arm- 
strong’s Cork Box Toes and Cork 
Counters. And tell your customers that 
now they can enjoy genuine comfort at 
toe and heel. 












Armstrong Cork Company, Specialties Division, Lancaster, Pa. 


BRANCH OFFICES BRANCH OFFICES BRANCH OFFICES 
Lancaster, Pa. (Home Office) co ae ee 1017 Broadway Sb. Lente, Bde occeccescesdet S. Fao’ &. 


Boston, Mess _— peg, el a Montreal, Canada, Armstrong Cork & 
STON, BAGSS. scence nnereves “ . x 8 COvcocr cGi . 
Milwaukee, Wis........ 9ii Majestic Bldg. Insulation Co.....3008 McGill Bids 


Armstrongs Cork 
Box Toes and Counters 





Toronto, Canada, Armstrong Cork & 
Insulation Co......... 11 Brant St. 
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Wear-proof 


Your High-Heeled Shoes 





































with “U.S.” Toplifts 


As every dealer and manufacturer knows only 
too well, the high-heeled shoe for women 
shows wear first.on the toplift. Heretofore it 
has been almost impossible for manufacturers 
to provide a lift that would wear long and 
evenly. As a result, shoes have often pulled 
apart or lost their shape solely because of the 
twisting strains placed upon them by run- 
over lifts. Often the shoe itself has been con- 
demned as poorly made when the real fault 
lay in a badly worn toplift. 


Many manufacturers of women’s shoes have 
eliminated this difficulty by using ‘‘U. S.”’ 
Moulded Toplifts having the well - known 
wear-resisting qualities of Uskide, ‘“The Won- 
der Sole for Wear.’’ Here’s a complete line of 
toplifts moulded from a tough, hard-to-run- 
over composition—they are made in two colors 
—tan and black. 





¥ 7 7 





**U. S.°? Moulded Toplifts are available in six differ- 
ent sizes and shapes offering a wear-resisting Toplift 
for almost every type of spike or cuban heel. Thin, 
trim and smart in appearance, ‘U.S.’ Toplifts add 
style that lasts to every high-heeled shoe. 


Address Room 405, 1790 Broadway, New York, for 
complete information concerning the “‘U.S.”’ Spring- 
Stepsales-makingline of heels for original equipment. 


USKIDE 


€o vw $ PAT OFF 


United States @ Rubber Company 


Makers of the Famous “U. S.” Spring-Step Sprayed Rubber Heels 
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This Christmas win- 
dow is easily arranged 
and should sell more 
overshoes and rubbers 
as Christmas gifts. 
Realism is given by 
a silvered chimney 
piece and red paper- 
covered electric light 
bulbs placed behind 
“The Brightly Burn- 
ing Yule Log” 
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A timely buying ap- 
peal is given to the 
public through a tin- 
seled tree, a figure of 
Santa Claus, a doll, 
seated in a chair, rep- 
resenting a_ sleeping 
child, and toys inter- 
mingled with slippers, 
hosiery, buckles, rub- 
ber boots and over- 
shoes 


Christmas ‘I'rims Sell More Gaiters 


Rubber Footwear Ensembles Are Attractive and Profitable. 


Surround 


Your Overshoe and Boot Trim with Other Gift Goods 


HRISTMAS is only three 
weeks away! Time flies and 
so does the retail shoe store’s 
rubber stock when its various “mem- 
bers,” such as overshoes, low and 
high-topped gaiters, novelty gaiters, 
rubber boots, and even the rubber 
foothold and regulation rubbers, are 
idealized as Christmas gifts. One of 
the very best ways to sell more pairs 
of these goods during the holiday 
buying season is to feature them as 
Christmas presents in a special win- 
dow. The ensemble footwear dis- 
play, in which overshoes are shown 
with felt slippers, hosiery, and toys, 
grouped around the historic tree, 
fairly shouting “Merry Christmas!’ 
from the shoe shop front to the pas- 
sers-by, makes a strong appeal to 
the purchasing public. Toys, espe- 
cially mechanical ones, attract not 
only the children but the grown-ups 
as well, whose eyes wander from 
them to the utility merchandise 
shown beside them. 


C 


RETAIL department store of 

Boston recently sold more pairs 
of overshoes and rubbers than usual 
at this time of the year by suggest- 
ing the ensemble rubber footwear 
idea in a special trim. On a broad 
table display stand, placed in the 
center of one of its windows, was a 
woman’s black silk umbrella with 
amber handle. On one side of the 


umbrella was posed a pair of black 
low-topped galoshes; on the other 
side of the umbrella, a pair of high- 
topped four-buckle galoshes, in black, 
rested; at one end of the display 
stand was placed a pair of footholds 
in tan, and on the other side was 
placed a pair of rubbers in black. 
By the introduction of the two tones 
of black and brown, emphasized also 
in the black umbrella with its brown- 
ish yellow handle, the customer was 
reminded that black and brown could 
be harmoniously and with good style 
combined, so that one need not hesi- 
tate to purchase a pair of tan over- 
shoes to wear with a black coat, if 
she preferred tan; or to purchase a 
pair of black overshoes to wear with 
a brown coat, if she so chose; but if 
she wanted to have coat and over- 
shoe match, and be all in one color 
symphony as to coat and overshoe, 
it would be better to buy both pairs; 
and if she wanted to have a complete 
rubber footwear wardrobe, she 
should buy all four pairs. 


HE “double pair purchase” sug- 

gestion is excellently conveyed 
through the rubber footwear ensem- 
ble presentation. Several color 
groupings of rubber footwear can 
be effectively used—one ensemble 
consisting entirely of brown tones, 
grouped around an umbrella or a 
raincoat or other merchandise. The 


new multi-tone tops of the fancy 
gaiters make a pleasing highlight 
with the all black or all brown tops 
in the utility types of rubber foot- 
wear, or with black or brown shoes. 


HERE are many adaptations of 

the rubber footwear ensemble 
display. In the case of children’s 
merchandise, the rubber boot can 
always be idealized as a Christmas 
gift seller, either by itself or as an 
item in the child’s rubber footwear 
ensemble showing. For instance, a 
child’s rubber boot may be placed 
beside a child’s galosh and a pair of 
low rubbers, with a sign reading: 
“Your Child Needs This Rubber 
Footwear Ensemble to Guard His 
Health in All Kinds of Stormy 
Weather—A Practical Christmas 
Gift.” A pair of felt or leather 
slippers, a pair of leather shoes, 
woolen hosiery and sport leggings 
might be added to this ensemble, 
with the wording on the window 
sign: “A Christmas Present Sugges- 
tion—Here’s a Complete Rubber and 
Leather Footwear Wardrobe for 
Your Child—For Outdoor Protection 
and Indoor Comfort.” 


HERE is almost no end to gift 
ensembles in which rubber foot- 
wear can be included by the retail 
shoe merchant with profit. But it 
must be featured well in the window. 
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There IS 


A VAST DIFFERENCE 
in Slippers and in Slipper-Profits 


N@? every slipper or any slipper will Standard “Rau-Craft” Slippers offer you 

do now-a-days. Men and women— a new standard both in slippers and in 

_and even children—are more discrimi- profits. What this is, only an inspection 
nating. Newer style—beauty—smartness of the line will reveal. 


are major considerations. Slipper dura- ; 
bility and quality are important, of If you have a slipper department or wish 


course, but fascinating colors and indi- to build one, no finer opportunity could 
vidual designs “make the sales.” This be presented to you. May our represen- 
explains why “Standard” Slippers are tative call or may we expect you in New 
always a favorite Christmas Gift.  - Yorke 


S. RAUH & COMPANY, 310-18 Sixth Ave., New York, N. Y. 
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ALPH B. HOBSON, who represents 

the J. & T. Cousins Co. of Brook- 
lvn, showed the line of this house at 
the St. Louis Pageant of Footwear 
Fashions, with a special display and 
the assistance of models at the Mayfair 
Hotel. 


E. WADE, 
¢ known to the 
trade of Northern 
Illinois as Lou 
Wade, has recently 
joined the sales- 
force of the Shaft- 
Pierce Shoe Co. of 
Faribault, Minn. 
Prior to making 
this connection, 
Lou has _ traveled 
Northern [illinois 
for twelve to four- 
teen years, selling 
the line of the F 
Mayer Shoe Co. “He is a good, all- 
around, fellow, especially popular with 
all of his trade and a good salesman,” 
writes Sales Manager Charles G. 
Sharp. 


RANK A. GUINIVAN, well known 

in the industry as shoe manufac- 
turer, shoe traveler, and shoe buyer, 
has recently joined the salesforce of 
Brophy Bros. Shoe Co., South Boston. 
He will cover New York State, includ- 
ing New York City, and New England, 
for this house. Mr. Guinivan has a 
splendid knowledge of shoe building, 
designing, and selling, and will act as 
shoe counsellor as in the past to the 
ay shoe merchants upon whom he 
calls. 


L. E. Wade 


T# Chicago Shoe Travelers’ As- 
sociation held a luncheon meeting 
at the Hotel La Salle today, Dec. 3, at 
which George M. Spangler, general 
manager of the N. S. R. A.,; gave a 
talk. A letter from the Indiana As- 
sociation, asking Chicago to indorse 
Homer H. Beals, now N. S. T. A. vice- 
president as president of the National 

oe Travelers’ Association, was sched- 
uled for action at this meeting. Nomi- 
nations were made at this meeting for 
officers for the ensuing year. 


HAROLD P. SMITH, formerly ad- 
vertising manager for Rice & 
Hutchins, Inc.. recently became af- 
fliated with the Joseph M. Herman 
Shoe Co. as western sales director with 
a suite of offices at 804 Security Build- 
Ing, Chicago. Mr. Smith writes to 
the RecorDER that the Joseph M. Her- 
man Shoe Co. with factory at Millis, 
Mass, has a warehouse and a good 
corps of traveling salesman, which it 
is planned to increase rapidly. The 
territory which is covered from the 


By HELEN M. HANEY 


Chicago office is from Pittsburgh, 
West; it is a large territory and Mr. 
Smith says that he intends to readjust 
it in a way which will require quite 
a few more salesman. The job which 
is mapped out for Mr. Smith is a big 
one and will mean hard work and 
plenty of it, to which Mr. Smith is 
accustomed and welcomes, as he has 
had long and valuable experience in 
his former Eastern connection. Mr. 
Smith was connected with the Rice & 
Hutchins, Inc., for about 25 years, 
in which time he worked up to an 
executive position from one at the bot- 
tom of the ladder; he served as stock 
boy and occupied other inside posi- 
tions; he also sold shoes on the road, 
and was in charge of Educator sales; 
at the time of his resignation from this 
concern, he was in charge of adver- 
tising. 


ARNEY J. COENS, who covers IIli- 
nois with “Foot Friend” shoes, re- 
ports a good business in his territory. 
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CLOSE N. S. T. A.-N. S. R. A. 
TIE-UP 


National Secretary T. A. De- 
lany reports that all members of 
the N. S. T. A. are most enthusi- 
astic about the coming conven- 
tion of the N. S. R. A. on account 
of the close tie-up which exists 
between the two national asso- 
ciations and their individual 
members. The shoe travelers 
have been invited to attend all 
of the noon-day sessions of the 
retail shoe merchants, and in- 
stead of the N. S. T. A. holding 
a special banquet, to which all of 
the rest of the trade would be in- 
vited, and the N. S. R. A. holding 
another banquet, to which, like- 
wise, all of the trade would be 
asked, as has been the case in 
former years, one big, joint ban- 
quet, with the combined and con- 
centrated efforts of both N. S. 
R. A. and N. S. T. A. will take 
place on Wednesday evening, 
Jan. 11. 

It is stated that more shoe 
travelers and more retail shoe 
merchants will come to Chicago 
during the days of Jan. 7-12 than 
ever before, as much interest is 
expressed in regard to the mam- 
moth and new Hotel Stevens, the 
largest hostelry in the world, 
with its 3000 rooms, and also on 
account of the general interest in 
the style revue which will also 
take place in this hotel and which 
will be one of the most spectacu- 
lar shoe style revues ever pre- 
sented on any stage. 














BOOT AND SHOE RECORDER 


Who’s Who on the Road 


N.S. T. A. and N.S. R. A. to Hold Joint Banquet at 
the Hotel Stevens on Wednesday Evening, Jan. 11 


J. LONG, a member of the sales- 

¢ force of the Rice-O’Neill Shoe Co. 

of St. Louis, is well known in South- 

eastern territory. He covers Florida, 

Georgia, and Alabama, and has already 

shown his ability to produce good busi- 
ness for this house. 


ENTLEMEN 

of the shoe 

trade in “The 

Lone Star State” 

always welcome 

a call from their 

friend, Paul Ste- 

vers, who repre- 

sents the Brin- 

gardner Shoe 

Company, Logan, 

Ohio. “Once up- 

on a time” Paul 

was a retail shoe 

merchant, and so 

Pent Stovers he understands 

thoroughly the “problems” of merchan- 

dising shoes. His painstaking service 

has won the admiration and respect of 

his customers, all of whom are real 

boosters for his success. Paul has a 

host of friends in Texas, reports busi- 

ness good, and says he’s out to make a 

record with the Bringardner line this 

season. He is looking forward with 

interest to show the Bringardner line 

to his friend-customers and meet some 

of the “Shoemakers of Logan” who will 

be at the Mayfair Hotel during the 
St. Louis Footwear Pageant. 


E. COOPER, or Bill Cooper, 
* as he has been known to the 
shoe trade for the past quarter a cen- 
tury, is still traveling New England 
and New York State, for the Churchill 
& Alden Co. of Campello, Mass., de- 
spite persistent rumors which Mr. 
Cooper says that he has heard to the 
contrary during the last four or five 
months. These rumors are entirely 
unfounded. Bill Cooper has _ repre- 
sented the Churchill & Alden Co. for 
the past twenty-eight years, and will 
continue to sell the product of this 
house for the next twenty-eight years— 
perhaps longer—he says, unless some- 
thing now unforeseen on the horizon 
happens. 


ENJAMIN FRANKLIN PAGE, 

who for twenty-three years had 
represented the M. A. Packard Co. in 
Pennsylvania and Ohio, died last Sep- 
tember at the Phillips House, Boston, 
of pneumonia, following an operation. 
He was seventy years old. The news 
of his death came as a great shock 
to his many friends, because he had 
gone to the hospital without telling 
anyone but his immediate family; Mr. 
Page was known to the trade as Frank 
Page, and although he had left the 
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A New One Strap 


One strap sandal, 209 (short heel, standard 
instep) last. 14/8 Covered Cuban heel. 
Goodyear Welt. Built-in steel arch support- 
ing shank. 


IN STOCK 
Widths AAAA to EEE 
Sizes 1 to 11 


B1973—Tan Calf with a tan suede trim. 
Price $6.00 


B1974—Black Kid with a black suede trim. 
Price $6.00 


B1978—Patent Leather with a black suede 
Price $6.00 


trim. 


With the beautiful fitting vamp 
and throat line as on our previ- 
ous one straps; a vamp line that 
sets smoothly on the most diffi- 
cult feet; bunion or otherwise. 


And the same old quarter line; 
one that insures a gapless fit 
under the ankles, with a back 
that clings to the slenderest 
heels. 


There the similarity ceases for 
this new one strap with its wide 
strap and collar is as snappy 
‘and short appearing a shoe as 
we have ever produced. 


A run of sizes in all materials 
will certainly liven up your 
display of smartly conservative 
welts. 





37 Canal St., Rochester, N. Y. | 


Chicago 


Office: 189 W. Madison St. y) 
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HE WHO WINS—TRIES 


Charles Small, in charge of the Mechani- 
cal Rubber Goods Department of The 
United States Rubber Company, was the 
guest of honor at the first fall meeting 
of The Shoe Travelers Association at Chi- 
cago, on November fifth, held at Hotel 
La Sallie. Mr. Small addressed the shoe 
salesmen in their own terms having been 
identified with “leather” footwear for 
many years prior to entering the ranks of 
the rubber trade. He made a stirring talk 
on the place which friendship plays in 
business today and pleaded for higher 
ideals and straighter thinking. Mr. Small 
closed with the following trenchant lines: 
The man who wins is an average man, 

Not built om any peculiar plan, 

Not blessed with any particular luck, 

Just steady and earnest and full of pluck. 
When asked a question he does not guess, 

He knows and he answers “‘No”’ or “Yes.” 
When set at a task that the rest can’t do 

He buckles down till he pulls it through. 


Se he works and he waits, until one fine 


ays 
There’s a better job with bigger pay. 
And the men who shirked wherever they 
could 
Are bossed by the man whose work made 
good. 
So the man who wins is the man who works, 
Who neither labor nor trouble shirks, 
Who uses his hands, his head and his eyes, 
The man who wins is the man who tries. 








ranks of the boys on the road about 
two years ago, and had changed his 
line from shoes to selling bonds for a 
well known firm in “The Hub,” he 
still kept in touch with his wide circle 
of acquaintances among the retail shoe 
merchants in his old territory, who 
will be grieved to hear of his passing 
on. Mr. Page had lived for the greater 
part of his life in Somerville, Mass. 
He leaves a wife and daughter. 


Lester H. Reed, President Oliver E. De 
Style Director Frank H. Arnold. Second row: Harry A. Silverstein, G. E. Van Meter, E. J. Cray, J. W. Bates, Bert B. 
Davis, “Don” J. Rickard, Fred Chesebro, G. E. Connor, E. H. Muse, John P. Bell. Third row: W. R. Smith, E. H. Voigt, 




































Norman P. Liberty 


ORMAN P. LIBERTY, vice-presi- 

dent and salesmanager of the 
George B. Leavitt Co., will divide his 
time between the Boston and Chicago 
offices. He will call on the volume 
trade of the country on his longer 
trips. Mr. Liberty is well qualified 
to sell the volume trade because he is 
entirely responsible for the styling of 
the George B. Leavitt shoes. Under 
his supervision, the company has been 
making its own patterns for the last 
five years from designs by Mr. Liberty, 
or from sources approved by him. Al- 
though young in years, he has had a 
wealth of experience. 





OWARD PLATTS, veteran shoe 

traveler, died at his home in Hol- 
brook, Mass., on Nov. 19, Mr. Platts 
was 71 years of age. About two years 
ago, he retired from the road. For 
three years before his death, he had 
represented the Brockton Shoe Mfg. 
Co., and prior to that, for about six 
years, he sold the line of the Reynolds, 


This group of h. BP. keed & Co. executives and saesmen wus ‘snapped’ during the recentiy-heid imieresting and con- 
structive convention at the Matrix factory. Seated, left to right, are Ralph H. Stadeker, W. Harvey Holmes, Secretary 
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TRIBUTE TO ROSENCRANS i 
MURPHY i 


The number of shoemen in at- 
tendance at the 9 o’clock funeral 
at All Saints Church, Chicago, on 
the morning of Wednesday, Nov. 
16, bore convincing testimony to 
the lasting popularity of Rosen- 
crans Murphy, Chicago shoe 
manufacturer, whose sudden 
death was announced in a pre- 
ceding issue of the BooT AND SHOE 
RECORDER. “Rosy,” as he was 
known from coast to coast and 
gulf to lakes, was a lovable and 
forceful character. During his 
active career of some thirty years 
in the shoe industry, he was at 
times interested in the retail and 
manufacturing branches, but it 
was in the role of the salesman 
that he will be most remembered. 
He was the first president of the 
Shoe Travelers Association of 
Chicago, a preferment by his fel- 
low travelers of which he was 
justly proud. 














Drake & Gabell Co. of North Easton, 
Mass.; at one time, he represented the 
Isaac Prouty Co. Mr. Platts leaves a 
wife, two daughters and a son. 





ENRY THORSEN, vice-president 
of the Northwestern Shoe Travel- 
ers Association, will sell Harsh- 
Chapline footwear for men in the Twin 
City Section of Minnesota, traveling 
out from Milwaukee, Wis.—UTPS. 





Ridder, Superintendent Martin J. Rickard, W. D. F. Gibson, Vice-President and 


“Jim” Alexander, Frank Klofath 
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HESTER.,U.S.A All 


IN STOCK 


New Arch-Aid Styles 


SUFFICE LAST 
B-351—Golden Brown K 
Grain Calf Front 
B-391—Patent pesther. 
Black Grain Calf Tri 
Covered Heel—Light Edge 6.25 


COLLEGIATE LAST 
B-761—Tan Calf with Liz- 
ard Calf trim to match $5.50 
12/8 Cov. Heel with Medium 
Light Edge 


B-531—Black Kid, Black 
Grain Calf, Und.....$6.25 
B-521 — Patent, Black SAMARITAN LAST 
Grain Calf, Und..... 6.25 B-831—Black Kid . .$6.00 
B-841—Golden Brown Kid... 6.50 
15/8 Solid Leather Heel, 
Rubber Top 


SUFFICE LAST 
B-471—All Black Kid 


SUFFICE LAST B-441—Patent with Black 
Patent . Grain Calf Front. 
.50 B-451—Brownstone 
Cuban Heel, Brown’ Grain Calf Front. 
Light Edge. Covered Heel—Light Edge.. 7.00 
B-571—All Black Suede... 6.75 


Shoe Co. 


MAN }UFACTURE RS & DISTRIBUTORS 


Rochester, 4 4 Send for Catalog and further 


AAA,5 -9 A,5S& -8 C,3%-9 details regarding Business 
AA,4%-9 B,3%-9 New York City, 846 Marbridge Bidz. Building Agency Plan 
Chicago, Majestic Hotel * 
Los Angeles, 107 E. Sth Street 
Cleveland, 1599 Union Trust Bldg. 
San Francisco, Plaza Hotel 
Northampton, Mass., Draper Hotel 
Pittsburgh, Pa., Hotel Henry 















































Men’s Arch-Aid Shoes made by M. A. Packard Co., Brockton, Mass. 
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All the World in St. Louis for 


Selection of New Spring Footwear 


Thirty-eight States Send 
Representatives to Big 
Shoe Style Pageant 


St. Louis, Mo.—That great mer- 
chandising institution of the frozen 
North, thee Hudson Bay Company, is 
represented at the pageant by S. D. 
Wilson, general shoe buyer from Van- 
couver, B. C., and Mr. Warwick from 
Calgary, Canada. Another Canadian 
here for his selection of spring foot- 
wear is C. L. Elms of Owens-Elms 
Company of Toronto. 

St. Louis is just full of presidents of 
shoe associations. Lou Tuffly of 
Krupp & Tuffly, Houston, Tex., presi- 
dent of the Texas Shoe Retailers’ As- 
sociation, has arrived for the festivi- 


’ ties, and W. E. Shine, Guarantee Shoe 


Company, Birmingham, Ala., president 
of the Southeastern Shoe Retailers As- 
sociation, is giving the events the once 
over, making arrangements that will 
prove valuable in conducting their next 
convention. 

Florida anticipates a big winter sea- 
son and style footwear will be in de- 
mand which brings M. M. Nankin of 
Cowan Nankin, Miami, to St. Louis, 
where a few of the furiously fashioned 
patterns will be chosen. Another Flor- 
idan is Roy H. Paxton, Hutcheson Shoe 
Company, Jacksonville, who is prepar- 
ing for the heavy winter business. A 
direct descendant of Brigham Young is 
the buyer of the shoe department of 
the famous Z. C. M. I. organization of 
Salt Lake City, Harold E. Young, a 
grandson of the founder of the Mor- 
mon church is one of the astute shoe 
buyers of the country. He is here for 
the pageant, and is placing his early 
spring footwear requirements. Buddy 
Kahn of Leo Kahn Shoe Company, Dal- 
las, Tex., is seen about the hotels, and 
everywhere and to everybody he is 


. Buddy. And so we could go on regis- 


tering the blue book of industry in 
thirty-eight States. 





Filion Joins Higbee Co. 


(CLEVELAND, OHIO (UTPS) — Ross 
Filion has been appointed manager of 
the Higbee Co. shoe department. D. G. 
Talbot remains as assistant manager 
of the department. Mr. Filion is well 
known in the shoe business, having 
served as manager of the high grade 
Shoe devartment of R. H. Fyfes, De- 
troit, Mich.. for many years. He also 
epened up the new shoe department at 
B. Siegels in Detroit on April 2, 1927, 
where he remained until recently. 








Abraham Sachs Resigns 


BALTIMORE, Mp.—Abraham Sachs, 
head of the shoe departments of the 
May Company store here (previously 
the Grand Leader) for the past six 
years, has resigned, effective Jan. 1. 
Before coming to Baltimore, Mr. Sachs 
was buyer for the Boston Store, Chi- 
cago, for ten years. He expects to lo- 
cate in Chicago again. 


Baltimore Stores Run 
Strong on Anniversaries 


BALTIMORE, Mp. (UTPS)—Good re- 
sults were obtained in the shoe depart- 
ments of several Baltimore stores 
during their anniversary sales held in 
connection with the anniversary obser- 
vances of the founding of the busi- 
nesses. All footwear, during these 
events, was featured at special prices, 
representing substantial savings over 
the regular prices. They were offered 
at prices ranging from $3.95 to $8.50. 
While all models leathers and styles 
were sold, the preference seemed to be 
for black patent leathers, with brown 
kid next. 

Among the stores which held success- 
ful anniversary sales were Hochschild, 
Kohn Company, which held its 
thirtieth anniversary sale; The Hub, 
which also held its thirtieth anniver- 
sary sale; Stewart & Company, which 
this year observed its twenty-sixth an- 
niversary; Julius Gutman & Company, 
Inc., which marked the half century 
stone of its foundation; Hecht Brothers 
observed its forty-second anniversary. 
Anniversary sales, in which good results 
were obtained, were also held by some 
of the less important stores of this 
city. 


New Shoe Department 


ARKANSAS City, KAn.—C. H. San- 
derson, buyer for the past four years 
for the Newman Dry Goods Co. of this 
city, has recently resigned his position 
and on or about January 15 will open a 
women’s high-grade shop featuring 
$8.50 to $12.50 shoes, in Barnard’s 
Ready-to-Wear Store of Arkansas City. 
Mr. Sanderson is succeeded by Ernest 
Morris, who has been in the Newman 
shoe department for the past five 
years, and who is well known and liked 
by the boys on the road. 








Meyers Celebrates Own 
and Store’s 60th Birthday 


NEw HAVEN, CONN. (UTPS)—M. 
Meyers & Sons Shoe Store in New 
Haven is celebrating its 60th anni- 
versary with a wide display at extraor- 
dinary reductions. Coincident with the 
store’s 60th birthday comes the “60 
years young” birthday of its present 
proprietor, Wm. Meyers, whose father 
started the store on the day of his 
son’s birth. 

When the store was opened 60 years 
ago in Church Street, it met with in- 
stant popularity; subsequent expan- 
sion caused it to move into more prom- 
inent quarters in Chapel Street, where 
it stayed until a few years ago when it 
moved into more exclusive quarters in 
Orange Street. This is a_ beauti- 
ful shop, rendezvous for the fashion- 
ables, featuring distinctive styles such 
as might be expected from the most 
exclusive Fifth Avenue shop in New 
York. 

The X-Ray machine for fitting foot- 
wear is one of the features of this shop. 





Stress Two Pair Sales 


CINCINNATI, OHIO—At the regular 
weekly get-together meeting of the 
Potter Shoe Company salespeople and 
executives, the importance of making 
two sales to each customer was 
stressed. Cash bonuses and prizes will 
be awarded those making such sales as 
well as to the shoe salespeople who 
take their customers around to the 
hosiery counter. A small display room 
was neatly fixed up with tables on 
which was displayed all the different 
articles that can be .bought in a shoe 
store and presented as a gift. This 
was done so each department would 
know what the other department has in 
the gift line. E. C. Orr, in addressing 
the employees, asked them to mark 
sales slips “Christmas” if customer in- 
tends presenting the purchase as a gift 
and the wrapping department will ‘fix 
it up with tissue paper, red ribbon and 
Christmas seals, ready for presenta- 
tion. 





Baron Shoe Co. Opens 


PORTLAND, OrE. (UTPS)—The Bar- 
on Shoe Company has been incorpo- 
rated here by Samuel Swirsky, Louis B. 
Sinosky, Albert G. Caplan, with a capi- 
tal of $25,000. Spacious quarters have 
been opened in the heart of the city at 
230 Morrison Street. 





Bostonian Store Moves 


CoLumBus, On10—After spending a 
year on High Street, the Bostonian 
Shoe Store is now in its new location 
at 6 East Long Street. Manager Ed. 
J. Oates is mighty proud of the new 
store. 
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SAKS OFFERS 


‘*‘PRINCESS COLONIAL’’ 


IN STOCK 
Dec. 5th-10th. 


mS Ot Ss ss Om woe me: 


SIZES 








+ mee 
_ ta 


smart new style made in the 
materials that harmonize 


4-7 3-7 2"-7 lk \ re ts SY with the present dress en- 
; - sembles. 


Wire orders in at our 
expense. 








504 Brown Ooze Vamp with Bronze Patent Leather Quart 
Vamp 21/8 Spike: Hoel Q er and Tongue Short 


M. J. SAKS SHOE CORP. 
144 Duane St. . New York 
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Get to Know 
the Facts 


Let Us Outline 
For You Our 
PROPOSITION 


“SLIPPERS” 


Quality, Style and Char- 
acter Merchandise at 
POPULAR PRICES 
that will produce FALL 
and HOLIDAY 
PROFITS. 


A STYLE FOR 
EVERY DEMAND 
IN 

LEATHERS 
SATINS 
WOOLSKINS 
and SUEDES 


QUICK SERVICE 
IS ESSENTIAL 
ON 


“SLIPPERS” 


*16” INSTANT 
KOZY KOMFORT 
SERVICE 
STATIONS 


feature our complete 
SLIPPER LINES 


Write TODAY for 
In Stock Folder and 


Our Proposition 


KOZY KOMFORT 
SHOE MFG. CO. 
1701 Richard Street 

Milwaukee, Wisconsin 
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Boots and Galoshes 
Selling in Cincinnati 


CINCINNATI, OHIO—A sharp change 
in temperature during the past week 
stimulated the retail shoe business and 
elevated it from poor to very ~good. 
Two days of rain followed by a light 
snow made galosh business boom and 
calls for Russian boots soared to a 
new high. Several merchants sold 
more than two hundred pairs of varied 
protection footwear daily during a few 
of the worst days, and many reorders 
are being wired to manufacturers. 
Brown and black suedes are heaviest 
in demand, with black best; brown kid 
is improving its standing; reptile is 
moving better and gold, silver and 
satin evening slippers are going to a 
certain extent, but are expected to get 
better daily from now until Christmas. 
Holiday slippers have started moving 
and sales on men’s shoes have in- 
creased greatly in the past two weeks. 

The Rollman Sons Company has just 
completed the biggest shoe week of the 
year, according to Harry Momper, shoe 
department manager. Everything in 
rubber footwear is selling, Mr. Momper 
reported, and Russian boots are sold 
as fast as they can get them in. Suede 
continues heaviest in demand, Mr. 
Momper said, and brown kid is moving 
well. Types moving best are pumps 
and straps, with ties gradually get- 
ting better. 

“Reptiles are very good, with alliga- 
tor best and lizard next,” said Kent 
Kernon, manager of the Mabley & 
Carew shoe devartment. Suede con- 
tinues good and combinations of suede 
and patent or kid are moving well. A 
new Swanky Four-Way Boot which 
came to the store a week ago is being 
favored by many shoppers, Mr. Kernon 
said. This boot is little more than 
ankle-height, kid lined, comes in seven 
combinations and the collar and tongue 
can be worn four ways. 

Evening slippers have started mov- 
ing well, according to H. E. Morisse, 
manager of Irwin’s shoe department. 
Galoshes and boots are going excep- 
tionally well, Mr. Morisse said, and 
many shoppers are getting their holi- 
day slipners early. Pretty buckles and 
gem-studded heels are beginning to 
move well. 

A. B. Kelly of Arnold’s Fairyland 
reported brown kid in the $7.50 grade 
to be moving exceptionally well. Patent 
continues well in the lead. Mr. Kelly 
said, with black and brown suede very 
strong. Feather-weight galoshes are 
very good and sales on Russian boots 
are satisfactory. 





Delman Shows in Boston 


Boston, MAss.—Delman, shoe style 
creator of New York, showed his new- 
est footwear creations, especially de- 
signed for the South and all Northern 
indoor parties, on three days of last 
week at Hickson, Inc., fashionable 
gown, suit and hat shop. 667-669 Boy]l- 
ston Street, this city. The women of 
Boston were invited to attend this ex- 
hibition through an artistic ad that ap- 
peared in The Saturday Evening Tran- 
serint, stressing the importance of en- 
semble effects, and showing a high- 
heeled evening shoe, with one strap and 
a strap, held aloft by feminine 
ands. 





“Daddy” Gildersleeve Dead 





Rev. Elmer D. Gildersleeve 


POUGHKEEPSIE, N. Y.—Rev. Elmer 
D. Gildersleeve, more affectionately 
known to thousands of shoe men all 
over the country as “Daddy,” died at 
his home here, Saturday, Nov. 19, and 
was buried from the Friends Church, 
of which he was a member. 

Dr. Gildersleeve, who was actively 
engaged in the retail shoe business in 
this city for 59 years, until his retire- 
ment about a year ago, was one of the 
organizers of the National Shoe Re- 
tailers’ Association and was its chap- 
lain. He held a similar post in the 
New York State Shoe Retailers’ Asso- 
ciation, and at the latter’s convention 
here last year was presented with an 
engrossed testimonial, marking his ac- 
tive retirement from the shoe business. 
At that convention he also was elected 
chaplain emeritus of the association 
for life. 

In addition to his work in the shoe 
trade, Mr. Gildersleeve was intensely 
interested and active in religious and 
social work. He preached the gospel 
for many years. 

His funeral was largely attended by 
Poughkeepsie citizens and by shoe men 
from various parts of the State. John 
Slater, former president of the N. S. 
R. A. represented that organization at 
the funeral. 

When Mr. Gildersleeve retired from 
business, his son took up active man- 
agement of the shoe store which con- 
tinues here. 


Big Christmas Savings 

MILWAUKEE, Wis.—Retail conditions 
in Milwaukee are expected to become 
better and the credit system will be 
relieved of a load it would otherwise 
have to carry suddenly, as a result of 
Milwaukee banks paying to 25,000 de- 
positors more than one million and a 
half dollars in Christmas savings ac- 
counts. 

While 22 per cent of this money will 
not be spent, based on past estimates 
ty the banks, there will still be about 
$1,170,000 poured into the retail mar- 
kets here from Christmas clubs in all 
parts of the city. 

A steady growth in the number and 
amounts of such clubs has been in evi- 
dence since 1928. The increase this 
year over 1926 in the four largest 
banks of the city is 1450 depositors and 
$55,900 in savings. 











Emil Blum & Company 
Open Shoe Department 


SAN ANTONIO, Tex. (UTPS)—A 
shoe department, carrying a selected 
line of high grade bootery, in keeping 
with the firm’s tone of exclusiveness, 
has been opened in Emil Blum & Com- 
pany, one of the leading ladies’ ready- 
to-wear stores of the better class in 
San Antonio. 

W. Sturgeon, formerly of Des 
Moines, Iowa, has been employed to in- 
stall and manage this department. For 
the past nine years he was secretary- 
treasurer of the Ellwell Shoe Company 
of Des Moines, and has been promi- 
nently connected with other shoe firms 
of that city during his career. 

Though the space devoted to this 
new department is not large, the very 
last word in modern fixtures and fur- 
nishings were used in its equipment. 
It is adjacent to the hosiery depart- 
ment in a back corner of the first floor 
of the two-story building occupied by 
the company. 

The stock is kept behind mahogany 
finished wooden panels to one side. 
Six small glass display cases, diamond 
shaped, are inset at shoulder-height at 
intervals in the paneling. These cases 
are electrically lighted by indirect 
bulbs. Within these cases one pair of 
shoes on a stand can be exhibited to 
advantage. The paneling is divided by 
two full-length mirrored doors’ in 
grilled effect. 

There are twelve leather-back indi- 
vidual chairs with foot stools of the 
bench type. Three each of the chairs 
are finished in bright green, electric 
blue, cherry red and vivid orange. The 
stools are finished to match. The 
bright colors are pleasing. Smoking 
stands are conveniently placed. Tall 
wrought iron floor lamps with closed 
lantern lights give an artistic touch. 


Display Cases Stimulate 
Sales of Men’s Slippers 


CLEVELAND, OHIO (UTPS) — Five 
well-designed display cases bordering 
the men’s shoe department in the Halle 
Bros. Co. store, Cleveland, Ohio, have 
increased the slipper sales fifty per 
cent, according to Chas. T. Johns, 
buyer of men’s and boy’s shoes. The 
men’s shoe department of Halle’s, now 
located on the first floor of the new 
Huron Prospect Building, is both unique 
and modern. Novel fitting stools with 
pedestal attachment are used in the 
service of customers while large, com- 
fortable chairs await the prospective 
purchaser. Stock and wrapping desk 
are hidden behind an attractive parti- 
tion along. one side of the department. 
Barber shop and elevators on the same 
side of the store tend to draw business 
to the shoe department, while the en- 
tire first floor is given over to men’s 
merchandise. 

Mr. Johns has been in charge of the 
new store shoe department since its 
opening in June, 1927. He first joined 
the Halle Bros. Co. in 1914, when they 
first opened the men’s department in 
the old store. In 1920 he took up the 
managership of the Nettleton Shop on 
East Sixth Street, where he was lo- 
cated until 1927, when he again took 
back his position in the Halle depart- 
ment. 
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Betty Slippers for 





of 


Lusalily Toast 


New York 


Goodyear Turns of utmost quality, 
skillfully designed for the better 


trade. 


“Naida” Patent Leather, $6.25. 110 
Last 18/8 Heel, AAA to C, Modified 
Toe. 

“Rayella” Black Satin, $6.25. 


N 


“Tosca” Patent Leather, $6.25. 110 
Last, 18/8 Heel, AAA to C, Modified 
Toe. 

“Norma” Black Satin, $6.25. 


rh. 


“Celinde” Patent Leather, $6.25. 75 
Last, 14/8 Heel, AAA to C, Modified 


Toe. 


“Wanda” Patent Leather, $6.25. 120 
Last, 20/8 Heel, AAAA to C, French 
type last. 

“Yolanda” Black Satin, $6.25. 











Our full line will be on display at the Palmer 
House, during the Chicago Convention. 





Bates-Dow Co., Inc. 








70 Washington St., Brooklyn N.Y. 


Make Your Profits 


when they can be made— 
with sure merchandise 


Manolis Products Are Made 
to Make Profits 


HERE has been a great 
demand for Manolis 
Spats this season be- 
cause they are made 
like they should be 
made. 










In Felt, Style 110 


Fawn, Pearl Grey, 
Taupe, Brown and 


In Cloth, Black 
Style 114 Doz. prs. $11.00 
Leather trimmed 
throughout and 


In Cloth, Style 117 


Hand sewed buttons—Pear! 
Grey, Fawn and Grey 
Doz. prs. $16.50 


four hole hand 
sewed buttons— 
Fawn, Pearl Grey 
and Grey 
Doz. prs. $21.00 

In Felt, Style 113 
Fawn and Very -_— Pearl 
Brown and Black Grey, hand sewed buttons 
Doz. prs. $15.00 Doz. prs. $13.00 


We do not ship single pair orders. 


The 
INTERCHANGEABLE 
Initial 
Buckle 


charms the eye, 
beautifies the foot 
The advantage of 
Manolis invention 
is that several 
pairs of buckles 
with a complete 
set of initials will 
enable you to sell 
to everybody 
without large in- 
vestments. The 
price for th« 
buckles is $15.0!) 
dozen pairs, and 


In Cloth, Style 112 
Fawn, Pearl Grey, Grey, Beaver 


for the initials 
$14.00 dozen 
pairs. 





Patent Pending 
Rhinestone Instep Straps 


We make two patterns of Rhinestone Instep Straps, one for 


$18.00 dozen pairs and one for $15.00 dozen pairs. Our rhine 
stone instép straps do not require any sewing. They are mad 
with an attachable buckle. 

We are also manufacturing a very extensive line of rhinestone 
colonial buckles, prices arranged from $6.00 to $36.00 dozen pairs 
Beautiful Vamp Ornaments $2.50 to $6.00 dozen pairs. 

Strap Ornaments $4.50 to $7.50 dozen pairs. 

A very large line of Cut Steel Buckles, prices from $1.00 a pair 
to $17.00 a pair. We do repairing on cut steel buckles, charges 
are according to the points. 


Manolis Manufacturing Company 
4248 No. Crawford Ave. 
CHICAGO, ILL. 
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Sixth Semi-Annual Dealers’ Convention, I. Miller & Sons, Long Island City, November 14-18, 1927 





Hallack Building 
a Big Business 


WICHITA, KAN.—The George Innes 
Dry Goods Company of this city moved 
into its beautiful new building recent- 
ly. The opening night of this retail 
store was attended by Governor Paulin 
of Kansas and about twenty of the 
most prominent citizens of that State. 
The George Innes Company operates 
one of the finest establishments outside 
of Kansas City. It has six floors, 150 
x 150 feet. 

L. P. Hallack, shoe buyer, who is 
also secretary of the Kansas Retailers’ 
Association, will have charge of three 
separate shoe departments—the popu- 
lar basement department, the children’s 
department, adjoining the children’s 
ready-to-wear store, and the main de- 
partment on the third floor. On the 
third floor, a room is fitted in gold and 
silver and is devoted to the exclusive 
sale of evening slippers. The children’s 
department is one of the largest in 
Kansas. Buyer Hallack says that a 
complete record of all shoes sold, to 
whom sold, the style, the size, etc., will 
be maintained, and that ’phone orders, 
or mail orders, will be guaranteed as 
to size and style. 

Mr. Hallack has been connected with 
this firm for nearly three years, dur- 
ing the first five of which business 
amounted to $65,000, with the record 
for 1927 anticipated to run slightly 
over $165,000, which is a_ splendid 
accomplishment and reflects much cred- 
. = Mr. Hallack’s ability as a business 
uilder, 





Greentree’s Open Dept. 


RICHMOND, VA. (UTPS)—Extensive 
improvements, including the installa- 
tion of fixtures of ultra-modern type, 
having been completed, Greentree’s 
opened their new department of 
women’s shoes on the second floor 
Monday, November 21. The new de- 
partment, conveniently located on the 
Broad Street front of the store, is but 
a step off the elevator and is easily 
accessible, with the regular department 
of shoes for children immediately ad- 
joining. 

The new department is under the di- 
rect supervision of Bernard L. Fray- 
sier as manager, who is well known to 
many of Richmond’s misses and women 
and whose experience as an expert fit- 
ter of ladies’ shoes is said to justify 
their confidence in him. Mr. Fraysier 
is being assisted by a competent staff, 
including Mrs. A. D. Henvis, Jr., Ellie 


Miller and Freeman L. Woodridge. 
who are also well known to patrons of 
Greentree’s. 





|; on. 


New Baltimore Store 


BALTIMORE, Mp. (UTPS)—The open- 
ing of the Jeral Booterie, 3205 Green- 
mount Avenue, is the newest and latest 
addition to the exclusive shoe field of 
Baltimore. The shop is an attractive 
one, having been completely remodeled 
and otherwise prepared for the open- 
ing. The building was formerly oc- 
cupied by the Crown 5 and 10 cent to 
$1 store. Ladies and children’s shoes 
only are being carried. A hosiery sec- 
tion, in which women’s and children’s 
hosiery are carried, also has _ been 
opened. The opening of this shop 
makes an interesting addition to the 
Waverly business section of Baltimore. 





Betty Wexler Plans 
to Start New Store 


Miss Betty 
Wexler until 
some five months 
ago managed and 
bought men’s, 
women’s and chil- 
dren’s shoes, for 
the shoe store of 
Joe Wexler of 
New Orleans. She 
commenced to sell 
shoes in her fa- 
ther’s store when 
she was about 15 
years old, and 
during the past 
few years of her 
retail experience, 
for she is still a 
very young wom- 
an, has _ proved 
that she is a good 
footwear merchandiser. Miss Wexler 
came to Boston last June to attend the 
wedding of one of her relatives, and 
became engaged to be married during 
the festivities which followed the bridal 
ceremony. She had intended to return 
home after a few weeks, but she stayed 
Her fiancé is L. Berlot, of Boston, 
to whom she will be married some time 
this month. After the wedding trip, 
the location of the new shoe store will 
be decided upon. One of Miss Wex- 
ler’s sisters, who formerly managed the 
Wexler Shoe Store, is now Mrs. Leon 
Sugarman, and conducts a shoe store 
at 505 South Lopez Street, New Or- 
leans. Joseph Wexler has been in the 
hardware business in New Orleans for 
20 years, and twelve years ago started 
a shoe store, which has always been 
conducted by some one of his children. 





Betty Wexler 





Mr. Wexler and his wife together con- 


| duct the hardware business. 





" 





lowa Convention Set 
for June 11-13 


) ATLANTIC, IowaA—lIra Welch, secre- 
tary of the Iowa Retail Shoe Dealers’ 
Association, announces that at a recent 
meeting it was decided to change the 
dates of holding the Iowa Convention 
to June 11, 12 and 13. The change was 
made, Secretary Welch stated, to more 
fully cooperate with the shoe travelers 
and the shoe manufacturers. Mr. 
Welch further stated it was the con- 
sensus of opinion of his group of mer- 
chants that to hold the convention the 
last of January, as originally planned, 
would work a hardship on both the 
manufacturers and traveling salesmen, 
by so many conventions looming up 
within a two months’ period; that new 
samples for early fall will be ready for 
inspection on June 1; and, further- 
more, that the Iowa Shoe Dealers’ As- 
sociation feels that it would be better 
to “lead the procession for early fall 
than to be the tail end of one for 
spring.” 


Theron F. Woodward Dead 


ROCHESTER, N. Y. (UTPS)—Theron 
F. Woodward, 89, dean of Batavia’s 


shoe dealers, died yesterday at his 
home in that city, near here. He wa: 
the oldest business man in Batavia, 


both in age and in years of service. 

As head of the firm of T. F. Wood- 
ward & Son, operating one of the city’s 
largest shoe stores at 74 Main Strect, 
he gained prominence in the business 
activities of Batavia. He first entered 
the shoe business in Batavia January 
15, 1867, with the purchase of the 
business of Thomas Yates at 82 Main 
Street. He later purchased the shoe 
business of Davis & Kirkham, which 
area became T. F. Woodward & 
® on. 

The business of the Woodward store 
for the past few years had been han- 
dled by the son, although the senior 
Woodward made daily visits to the 
store until August when his health be- 
gan to fail; Mr. Woodward took a 
prominent part in community and 
church activities and was proud of his 
record as a voter. From the time he 
reached voting age until the present 
year, he cast a ballot in every primary 
and regular election, including a vote 
for Abraham Lincoln. He was trustee 
and treasurer of the First Presbyterian 
Church of Batavia, and the first and 
only president of the Elmwood Ceme- 
tery Association. 

Besides his_ son, 
leaves a daughter, 


Mr. 
Mrs. 


Woodward 
Mabel W. 


| Wright of Erie, Pa. 
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Our style pickers are continually cre- our lines represent superior quality 

ating quick selling models. We and styles to retail at these prices. 

operate on a large scale and work _— To get in touch with us means addi- 
n “‘low over-head’’; consequently tional profits to you. 





LAZARUS FRIED & SONS, Inc. 


120 DUANE ST., NEW YORK CITY 
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; Featherweight Ice Creepers! + APPROVED BY 
ella : MEDICAL MEN 
7 1 tical, Bas 
attached. ae gene They 3 a a + apd | pot ae Ww + 
grip and hold securely. ted shoe, the Burkley Venti- 
Made with woven strap and 4 lated Foot Developer is unexcelled. 
buckle. @ = known surgeons recommend its 
Size No. 3 for Men, Size No. 4 Make your, stock of 
2 for Ladies, Size No. 1 for ¢ children’s shoes 
: Cuban Heels. 4 neuen plete by ccnding pm 
Retail for 50 cents r ir. PATENTED 
> —* price $4.00 per dosen 3 Phone Brockton 2188 
pair é 
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CHURCHILL MFG. Cco., Inc. % 1156 Ne. Main Street 
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SeeececoocoocooocoooosoooooosS ] — 











EK 


Always Saleable 
Greeley Boudoirs are alwa saleable 
because they are pa everyday ‘é How Shoes Are Made ») 


slippers for household use. Can be 
ordered with leather or o.e 
rubber heels. Black or Edition All Sold 
colored kid in stock for 
prompt delivery. If your 














This little booklet describing the various processes 







jobber cannot supply you by which shoes are made has proven so popular 
STOCK 7 that the edition is exhausted and we do not plan 
36 Pair Cases Deliveries At Once at present to print a new edition. Still on hand, 





however, are a number of copies of the 





A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


% si} “Shoe and Leather 
Lexicon” 


an authoritative dictionary of terms used in the 
shoe and leather trade. The price of the lexicon 


50 Cents 


(Cash with order) 






























































igre ert Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 
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| Invisible MIDDLESOLE Bottom yiller 
SRG ee OV iN a 




















Illustration in oval 
shows cross section of 
McKay sewed shoe 














INVISIBLE 


a filled with INvistBLE 
ve Mippusous MIDDLESOLE 









a DORIS” iti LIDO ” 
M.S.-1 M. S.-2 
by Marshall, Meadows & Stewart, Inc. by Marshall, Meadows & Stewart, Inc. 





What do they say when they throw them away? 
7. the shoes from your store have completed their days 


of usefulness your customer should feel she is parting 
with two true friends. 


Marshall, Meadows & Stewart, Inc., of Auburn, New York, 
have selected INVISIBLE MIDDLESOLE as a means of building 
better value and greater customer satisfaction into their footweat. 










Mr. Shoe Buyer ~ Specify INvisiBLE MIDDLESOLE in your )- 
next order ~ your customer will come back for another pair 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Uulco “Products 
111 SUMMER STREET BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


~  _Men’s Shoes 























HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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SHOE 


For MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON ee 








NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


S. W. COOK, Presiden: 


Syracuse, N. Y., U. 5. A. 
@BW'S FINE SHOES EXCLUSIVEL? 








Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 

























Richards & Brennan Co., Randolph, Mass. 


BOSTONIANS 
SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 




























Shoe Market News 
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EVERY WE EK 





Boots Still 
Talked About 
In Lynn Shops 





They Are Nine Inches High 
and Open at the Side with 
Strap Fastening 


LYNN, Mass.—Boots, now. being 
shipped from several Lynn shops, fur- 
nish a topic new and _ interesting. 
“Slip-on boots” indicating they are 
easy to put on and off, is the title 
which some Lynners give to them. They 
are made over pump lasts, nine inches 
high more or less, opening up the side, 
and fastening with a strap. They are 
made of colored kid as well as of patent 
and dull leathers. 

It takes 4.60 feet of colored kid to 
make a pair of them, or 3.71 feet of 
patent leather, for the patent stock is 
of greater cutting value. A pair of 
simple low sided pumps can be cut 
from 1.25 feet of patent leather. So 
it will be seen that this style of boots 
increases much the consumption of 
upper leather. Indeed, some makers 
are fearing that a run on colored kid 
boots will shorten up the supplies of 
colored kid leathers for low shoes for 
spring. It will be recollected that a 
year ago makers were troubled by 
tardy deliveries of colored kid, the de- 
mand exceeding the supply. Some pre- 
dict that the new boots will pass in the 
night, while others forecast they will 
run to about Easter time. It may be 
noted that the new boots take care of 
the increase in measurements of in- 
steps and ankles that have been caused 
by the long wearing of low shoes. 

Boots of the new type were found 
last week in the factories of Colella & 
Leighton, Bond Shoe Co., Unity Shoe 
Co., Strout & Stritter, and others. 
Colella & Leighton have ahead a 
month’s run on them. Karl Stritter 
says: “We have made regular lace 
boots right along as a staple. We had 
so many calls for the novelty boots that 
we had to make them.” 

In the factory of Merrill, Porter & 
Co., they are making a “Parisian boot- 
ette,” six inches high, with a fold over 
collar, a latticed and laced front and a 
high heel. Incidentally, Harry Thom- 
as, salesman, got the inspiration for 
this “bootette” while in Chicago, drew 
a picture of it, sent the picture by air- 
plane mail to the factory; a sample of 
the “bootette,” made in a day, was re- 
turned to Mr. Thomas by airplane 
mail. Styles fly fast. 








N. B. & S. M. A. Con- 


vention, January 17-18 


The 24th annual convention of the 
National Boot and Shoe Manufac- 
turers Association, will be held at 
the Hotel Astor, New York, Tues- 
day and Wednesday, January 17 
and 18. Details of the program will 
be decided upon later. recep- 
tion and banquet will be held Wed- 
nesday evening, January 18, at seven 
o'clock. 















Milwaukee Office Opened 
by John R. Evans & Co. 


New Sales Office Will Be in 
Charge of I. C. Wehmeyer 


For better service to their customers 
in the Northwest, John R. Evans & (o., 
the widely known tanning organization 
of Camden, N. J., have just opened, 
through the St. Louis office, a sales of- 
fice in Milwaukee, Wis. 

The office will be in charge of I. C. 
Wehmeyer, who has for several years 
traveled the northwest territory from 
St. Louis, and who in that time has es- 
tablished himself broadly and strongly 
in the estimation of his customers. 

The new office is located at Room 
422, 290 Third Street, Milwaukee, \\is. 


Haverhill at St. Louis 


HAVERHILL, MAss.—The largest dele- 
gation ever to represent the local in- 
dustry in the St. Louis market was 
registered in the middle western city 
during the annual pageant of fashions, 
Nov. 28, 29 and 30. The firms repre- 
sented were: the Hartman Shoe (o., 
the Clinton Shoe Co., Kesslen Shoe Co., 
Kershaw & Durgin Co., Knipe Bros., 
Inc., Wright-Gorevitz & McNamara Co., 
Kimel Shoe Co., Groveland Shoe Co., 
Slipper City Shoe Co., Rickard Shoe 
Co., Bradley-Goodrich Co., Inc., Model 
Shoe Co., Modern Shoe Co., Felstiner 
Shoe Co., Crispin Shoe Co., Lexington 
_ Co., and the L, H. Hamel Leather 
10. 








Mail Order Business Good 


CINCINNATI, OHI0O—Cincinnati shoe 
manufacturers are running at low ebb 
until they see how the new spring line 
goes over. Samples have all been com- 
pleted and salesmen have been sent 
back to their territories to take orders 
for shipment after January 1. Shades 
from brown to white are largely repre- 
sented among the new numbers and 
manufacturers expect them to take 
well with the trade. In-stock depart- 
ments are managing to keep busy on 
mail orders which have been exception- 
ally good during the past ten ‘ays. 
Credit conditions are reported normal. 
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Instep Adjustment the 
Feature of New Overshoe 





New styles in rubber footwear for 
women are becoming almost as numer- 
ous and as attractive as are modes in 
leather shoes. Among the newest is the 
one shown here—the Ritz Imperial de- 
signed by the Firestone Footwear Com- 
pany of Hudson, Mass., and fashioned 
with the thought in mind of perfect fit. 
An adjustable fastener both around the 
ankle and over the instep gives this 
gaiter a trim, chic appearance and 
makes it suitable to any type of foot. 

The Ritz Imperial is made up in 
black, brown, fawn and gray charmeen 
and in fancy wool tweeds of cobra, sil- 
ver, champagne and diamond. Con- 
trasting rubber sole and foxing combi- 
nations blend beautifully with the fab- 
ric. 





Rapid Fire Service 


HAVERHILL, Mass.—The Harding 
Shoe Co., makers of women’s turns and 
McKay footwear, the past week gave a 
demonstration of the type of service it 
is capable of rendering customers by 
giving 24-hour service on samples to a 
New York buyer. The morning mail 
of Monday, Nov. 21, brought to 
the Harding factory a request from a 
New York buyer for certain samples to 
meet descriptions inclosed. The entire 
facilities of the local plant were im- 
mediately turned over to getting out 
the samples, including special patterns, 
lasts, and wood heels. At 3.30 in the 
afternoon, the shoes were completed 
and a fast drive over the road from 
Haverhill to Boston allowed Norman 
Wentworth of the Harding company to 
catch the Merchants’ Limited for New 
York with the samples in his posses- 
sion. 


George Selby Hurt 


PorTSsMOUTH, O. (UTPS)—George 
D. Selby, founder and chairman of the 
Board of Directors of the Selby Shoe 
Co., of this citv, was seriously injured 
near Athens. Ohio. by being struck bv 
an automobile driven by W. L. Roush 
of Columbus. Mr. Selby, who was aid- 
ing in changing tires on his car, was 
struck sidewavs and rendered uncon- 
scious for a few hours. He was con- 
siderably bruised and cut by the acci- 
dent. His recovery is expected, accord- 
ing to physicians at a hospital in Ath- 
ens, where he was taken by Mr. Roush. 
The Selby car had stopped just over 
the brow of a hill and Mr. Roush was 
upon the car before he saw it. In ap- 
plying the brakes the Roush car was 
nearly catapulted into a ditch. 

Later Mr. Selby was removed to his 
home in Portsmouth. 








New Runs Begun in 
Brockton Factories 





Several Companies Announce In- 
creased Schedules 


BROCKTON, Mass.—Four concerns 
began on new runs this week, and the 
announcement tended to cheer shoe 
workers who have been working on 
part time because of the inventory 
period. 

With the consolidation of the E. E. 
Taylor Co., business in Brockton cut- 
ting was begun this week, and volume 
of about 50 dozen a day was begun, 
with this figure expected to be trebled 
within 10 days. A new price list en- 
tered into with the unions has allowed 
for a new grade of shoe formerly turned 
out in New Bedford, which will be 
made here in addition to the company’s 
regular work. 

The Touraine Shoe Co., which has 
been awaiting a satisfactory price list 
for a fourth grade shoe, has begun 
work here on a new winter run. Cut- 
ters started on 60 dozen a day this 
week. The concern is one having Haver- 
hill officers, and represents mostly 
Haverhill capital. It started opera- 
tions here about two months ago. 

The Stone, Tarlow Shoe Co., after 
having been running on greatly cur- 
tailed schedule for several weeks, this 
week began operations on its fall run, 
on a basis of about 50 dozen a day. 
All of the cutters have been called 
back, however, and next week output is 
expected to be doubled. 

The Corcoran, Gleason Shoe Co. and 
the Doyle Shoe Co., specializing in 
stock shoes. continue on full operations. 
The Doyle Co. has been running on full 
time since it started its fall run early 
in the summer. 

The W. L. Douglas Shoe Co. cutters 
are out for inventory expected to take 
from a week to 10 days. 

Churchill & Alden Shoe Co. and the 
George E. Keith Co., have busied up 
considerably in the past few weeks, 
and conditions look brighter after the 
latter concern takes inventory. 





London Character Chain 
to Buy Brockton Shoes 


BrRocKTON, MAss.—Following the 
definite announcement by President 
Morris Weingarten of the London 
Character Shoe Co., that his plant has 
been definitely closed, that Harry T. 
Wright, who has been general mana- 
ger, no longer is connected with the 
business, and that manufacturing will 
be suspended, comes a further notice 
that the company will buy its shoes for 
future need and such footwear will be 
obtained from manufacturers in this 
district. In his statement Mr. Wein- 
garten said that he and his brother 
always have been engaged in the retail 
shoe business, operating an extensive 
chain of stores under the name of the 
London Shoe Co., Inc., and that they 
have not been able to look after that 
branch of the business and still keep 
an eye on the manufacturing end as 
well. Negotiations already have been 
earried on with Old Colony district 
manufacturers, but no definite an- 
nouncement has been made of business 
connections. 





WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They’se Cot te Be Stetcon 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 
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3@ STYLES IN STOCK 
Reedy fer Delivery em the Det 


SMERSON SHOE MFG. @@. 
Reckland, Mass. 


















HAND TAILORED’ 
HAND LASTED 


BIon F-REYNOLDs Comm 
BROCKTON MASSE ‘ 
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WHERE TO BUY 
Standard Shoe Materials 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a’ Polish 

CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Maes. 




















Strong and Flexible 


Ce Counter Board 
aj Made from 

<—/ ey Long Fiber 
ret. by 


The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 














est Virginia 


More dependable than ordinary leather for 
Counters and Innersoles. 
Pulp Products Department 
WestVirginia Pulp& PaperCompany 
Detroit New York Chicago 
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WHERE TO BUY 
Men’s Spats 


i ll a eh ee el el el ele ee ell 





MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 














WHERE TO BUY 
Ballet Slippers 














HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 
‘dines’, slides 
Child-en's, $1.26 
Mail orders prompt- 
ly attended to 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 





Sené fer 








Im Stock Black Bal- 
let Slippers 


Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane &t., 
New York, N. Y. 











Brooks’ Toe Slippers 


) 





In Stock 
Women Misses Children 
618 Black Kid....$2.80 $2.75 $2.70 
608 Pink Satin... 3.40 8.35 8.30 


Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 











Do You Know? «>» 


ou can buy or sell it through 

ere to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 


Maurice Weiss Resigns 





Maurice A. Weiss 


BROOKLYN, N. Y.—Maurice A. Weiss, 
for the past two years general mana- 
ger for Strassburger-Stiles, Inc., shoe 
manufacturers, has announced his res- 
ignation, to take effect shortly after 
Dec. 15. Mr. Weiss, who is well known 
in the shoe trade, entered the manufac- 
turing fields two years ago, following a 
long career in shoe retailing. Early in 
life he became connected with the Cam- 
meyer organization, and when he left 
Cammeyer’s in 1924 to become buyer 
and manager of the shoe departments 
at Stern Brothers, he had filled almost 
every position in the organization, and 
at the time was general manager and 
buyer. 

Mr. Weiss was probably best known 
for his work on the style committee of 
the N. S. R. A., and for six consecu- 
tive terms was chairman of the asso- 
ciation’s women’s style committee and 
participated in the joint style confer- 
ences each season. 

His future plans are not fully de- 
cided, but he expects to make an an- 
nouncement early in the year. 





Activity in McKay Lines 
Is Noted in Haverhill 


HAVERHILL, Mass.—The local indus- 
try, although operating on greatly re- 
duced output, is by no means stagnant. 
Immediate business on McKays is quite 
substantial, notably among the cheaper 
grade lines, and sampling activity 
everywhere is brisk. Cutting on new 
season’s shoes is not yet announced, but 
an early opening of spring business is 
expected. Spring buying in the wake 
of the St. Louis show is predicted in 
restricted amount. The general style 
situation is regarded as more clear than 
a year ago, when buying awaited the 
Chicago show. 

The new light leathers are showing 
up, with suede an early season leader. 
Grays and white, beige and jade are 
ranking colors. A look ahead, however, 
reveals black patent to be reckoned 














with, and the light suedes, colored kid, 







and new prints may expect to be 
pressed by a black run later. 

Light, airy, tie effects and one-strap 
patterns are numerous. Plain pumps 
are beginning to show up in greater 
volume. Buckles and strap ornamen- 
tation is predicted by the ornament 
makers. 


Light Colors in Shoes 


Seen in Boston Factories 


Boston, MaAss.—Many factories in 
this section are busy, not only on im- 
mediate orders, but on samples for the 
various style shoes which are scheduled 
for January. In women’s shoes being 
made for the Chicago Convention, many 
light colors are noted. The colors most 
frequently seen are shades of honey 
beige, rose beige, white jade, and light 
gray. In men’s shoes, many tan shoes, 





in medium shades, will be shown, with 
an unusually large number of sport 
shoes, in a great variety of sport soles, 
as well as spike soles. The cooler 
weather in this section, as well as in 
other parts of the country, has stimu- 
lated buying for immediate needs. The 
felt leather and satin house slipper 
lines have moved well. Wholesalers 
report that their business for the past 
week has slightly improved. 

Houses in this market are featuring 
their merchandise in windows and in 
interior displays attractively. Brown 
suede, in combination with kid or calf, 
and black patent leathers in straps and 
pumps are prominent in the showings; 
brown calf and kid, with reptile trims 
in straps, buckle fastened, and in the 
Colonial patterns, are reported as good 
immediate sellers, 


New Wage Scale Dec. 20 


HAVERHILL, Mass.—General wage 
negotiations between the Haverhill 
Shoe Manufacturers’ Association and 
the Shoe Workers’ Protective Union 
closed Nov. 30 and the case was 
taken under advisement by Chairman 
Frank C. Richardson of the Shoe 
Board. The manufacturers are seek- 
ing a general readjustment of labor 
prices, to net a substantial decrease in 
total labor costs. The union, on the 
other hand, is attempting to justify 
numerous advances on the Casts of com- 
petitive prices. The new prices to be 
operative in the industry the coming 
year will be released by the Shoe 
Board on December 20. 





Issue Booklet on 
Beauties’ Footwear 


New YorK—Waldes Koh-I-Noor, 
Inc., manufacturers of snap fasteners, 
Long Island City, have issued a hand- 
somely printed brochure under the title 
of “Historic Beauties and Their Foot- 
wear,” prepared by Herbert Manches- 
ter, which serves as an introduction for 
their “Shoesnap.” 

The brochure reviews the history of 
footwear and in text and illustration 
describes the type of footwear worn by 
some of the world’s greatest beauties 





from the beginning of recorded history. 
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‘suffered because men no 
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A Rousing Convention at St. Louis 


[CONTINUED FROM PAGE 51] 


At the Tuesday session of the 
convention, the principal speaker 
was Ernest A. Burrill, chairman of 
the men’s advertising campaign be- 
ing undertaken by the N. S. R. A. 
He explained the plan in detail. 

“Men have never been impressed 
with the value of footwear from the 
health and style angles,” Mr. Burrill 
declared. “Their other articles of 
dress may be correct to the last de- 
tail, but not so their footwear. It is 
our task te educate the consumers to 
give more thought to this particular 
requirement. It is a fact that 80,- 





made footwear. He urged the retail 
dealers to support the American 
shoe industry. 

At Wednesday’s convention ses- 
sion the following officers and di- 
rectors were elected: 

President—Reuben Stiefel, Mem- 
phis, Tenn. 

Vice-President—A. J. Kempner, 
Little Rock, Ark. 

Vice-President—H. W. Bergman, 
Greenville, Miss. 

Vice-President—Jos. 
Moberly, Mo. 


W. Mullen, 




















The Ziegfeld, George White and Earl Carroll of the Pageant— 
in private life, H. V. Stephens, O. M. James and C. A. Moore 


000,000 pairs of shoes were manu- 
factured last year and 80,000,000 
pairs were manufactured in 1906, 
but, during these 20 years, the popu- 
lation increased exceedingly. 

“In other words, the consumption 
of footwear decreased from 2.8 pairs 
per man in 1906 to 2.1 pairs per man 
in 1926. 

“It is true that the automobile is 
a factor in injuring shoe business 
and it also is true that business has 
longer 
change from high to low shoes and 
back again, and I doubt whether they 
ever will, but the shoe industry can 
defend itself against all other indus- 
tries and can fight for its share of 
the consumer’s dollar.” 

Other speakers at this session 
were A. H. Geuting, president of the 
N. S. R. A., who urged support of 
the advertising campaign, and John 
C. McKeon, of Laird, Schober & Co., 
Philadelphia, who among other 
things sounded a warning of an in- 
vasion of this country by foreign 





Vice-President—Morris_ Ellis, 
Nashville, Tenn. 
Secretary-Treasurer—George KE. 


Gayou, St. Louis, Mo. 


Director and Chairman Finance 
Committee—C. E. Williams. 
Directors: 

Arthur E. Ebbs past president, St. 
Louis, Mo. 


Lee Frank, Memphis, Tenn. 

Otto Schultz, Jefferson City, Mo. 

Oscar E. Poe, Little Rock, Ark. 

Francis Walker, Brookfield, Mo. 

F. Mollette, Greenville, Miss. 

Floyd White, Blytheville, Ark. 

Adolph S. Rubel, Corinth, Miss. 

The nominating committee con- 
sisted of Oscar E. Poe, Little Rock, 
Ark.; A. J. Kempner, Little Rock, 
Ark.; H. W. Bergman, Greenville, 
Miss.; Lee Frank, Memphis, Tenn.; 
M. M. McCain, St. Louis, Mo.; Jo- 
seph W. Mullen, Moberly, Mo.; Otto 
Schultz, Jefferson City, Mo.; Davis 
Elliot, Jackson, Miss.; and Morris 
Ellis, Nashville, Tenn. 

The board of directors decided 





WHERE TO BUY 


Men’s & Women’s 
Slippers 








Men's All Leather House Slippers 





Golden Brown Kid 
—Hand Turned—8 
Iron Sole—Rubber 


Bend for samples. 
ROTH & ROSENBERG SHOE OO. 
124 N. Srd St., Philadelphia 









































NATIONALLY KNOWN 
AS THE QUALITY 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and up 
. Catalog 
a sont on 
request 








WHERE TO BUY 
Children’s Shoes 











“ELAM” 
Flexible Turn'Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Reom 6532 
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WHERE TO BUY 


Store Fixtures 





~~ rs 
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GOOD WINDOW 
FIXTURES <: 


e Store Desieonere and Buitder 


en Oru ©. 0.0) 0)).0 0. En. “an @ oF 
WORCESTER, MASS 





















BOOT AND SHOE RECORDER 


December 8, 1927 





la cl 


WHERE TO BUY 


Women’s Novelties 


Oe OA 





POLE 


$3 to $6 Sellers More—CH RISTMAS—Sales 


at 
prices they can pay. 
Send for “On-Time” 4 
Catalog 
Samuel Dohen 


Sho 
72 Lincoln. ‘st., P 
Boston, Mass. 4 











Latest Styles at 
Popular Prices 














Feature $4 Retailers In Stock 


Patent, Black Satin, Black 
Kaffor Kid (spike and Cuban) 

-00. Bronze Pat., 
(Oud. only) $s. 15. Also t- 
4 ways » (Au 
Kid lined, She inners, Fr. 
corded. 3-8.) 


$3.00 


than 12 pr. on a style.) 
Other snappy novelties continually In-Stock. 


Aronson Bros. Shoe Co., Inc. Bore wes’ 











WHERE TO BUY 
Shoe Buckles 


-_ 


V<e—VEITH—- V 


— CUT STEEL— E 
IMITATION STEEL 
BEADED | 
SHOE BUCKLES 
A. & H. VEITH, INC. T 


T 
H 


porters— 
9-11 Sat "38th, New York 





Shoes for Poor 


CoLumMBus, OHIO (UTPS)—The an- 
nual collection among the 30,000 school 
children of Columbus to purchase shoes 
for the worthy poor has been sanc- 
tioned by the Columbus Board of Edu- 
cation. The pupils will be asked to 
bring their pennies and nickles to the 
various school buildings and after they 
are collected the aggregate will be used 
for the purchase of shoes. In former 
years about $6,000 has been realized 
from this charity. 


New Shoe Stores 


James T. Simms, Encinitas, Cal., 


shoe dept. 
Albert Bernstein Blue Bird Shop. 

394 Atlantic Avenue, Stamford, Conn. 
C. H. Sanderson, Arkansas Citv. 

Kan., will open a high-grade women’s 

shoe shop featuring $10 and $12.50 

meee. in Barnard’s Ready-to-Wear 
ore. " 





that the next convention will be held 
in St. Louis. 

On Monday, the convention and 
pageant received some real color in- 
formation in a long telegram from 
Mrs. Margaret Hayden Rorke, man- 
aging director of the Textile Color 
Card Association, who was unable to 
be present personally. Her message 
read: 

“The beige family is the most im- 
portant color theme for spring and 
summer fashion. It can be classified 
in three groups, natural beige, 
slightly yellowish beige and rosy 
tinted beige, with emphasis on the 
natural beige as the newest note. 
Shoe colors called white jade, honey- 
beige, rose-blush, represent these 
three beige classifications and have 
been especially chosen by the shoe 
and leather industry to harmonize 
with the beige costume. 

“There are also many happy con- 
trasting shades. The all gray cos- 
tume will be smart but will not ap- 
proach the popularity of beige, the 
latter being far more becoming and 
sympathetic to the American woman, 
as the natural beiges possess a 
slightly grayish tint that offers a 
new and interesting variation more 
pleasing to gray which is always 
cold in temperament. With the 
gray costumes, steel gray or Plaza 
gray shoes should be worn, or the 
black shoe for contrast. 

“The popularity of brown will 
carry over well through the spring. 
Lighter tones will prevail. The 
shoe color, Marron glace, is very im- 
portant as a harmonizing color with 
brown, also for smart contrast with 
the beiges. 

“Next to the beige group, blues 
will be the most popular daytime 
shades. The newest note in blue has 
a green cast. With these the beige, 
light brown or black shoe can be 
worn. Rich dark blues of the navy 
type will be smart garment colors 
with which the dark blue or black 
shoe will be most appropriate. 
Stroller tan is also adaptable for 
special occasions. Blue can be con- 
sidered a classic shoe shade as long 
as it is kept dark in tone and eX- 
ploited appropriately. 

“Greens will be either bluish, 
grayish or yellowish in tone, the 
latter coming as a smart sports color. 
Soft yellows will be very good for 
sports wear, and for evening wear 
dull pink is the most important. 
Beige shades are the newest evening 
note. White and especially ivory 
and cream will be smart for evening 
wear. 

‘White, natural beige, and all 
shadowy, dusty shades of blue, rose, 





yellow and green will be used for 
chic sports togs. White combined 
with soft colors, also red, navy blue 
or black, will be worn. The white 
shoe in self tone or delicately 
blended with soft contrasting color 
or with black, navy, red or stroller 
tan will be in vogue for Palm Beach 
and other winter and summer re- 
sorts. When color is_ introduced 
with the white shoe, it must be used 
as a note of contrast to the white 
costume or to match some color note 
introduced into the ensemble by the 
hat, coat, handbag or other acces- 
sory. 

“White jade is a smart blending 


ae 


“Rube” Stiefel ree at the Tues 

day session and the next day th 

elected him President of the South 
western 





contrast with the white costume, is 
excellent with all light colors «and 
adaptable to both sport and dressier 
wear. With the white jade shoe go 
stockings of white jade. Natural 
beige tones, nude and grain, will be 
worn with the white shoe and also 
with the gray shoe and costume. The 
beige and nude tones also are smart- 
est for evening slippers of plain 
satin to match the gown. Satin or 
lame trimmed with gold, silver or 
colored kid to match, opalescent 
leathers, velvet and metal fabrics will 
all be used for evening slippers. The 
introduction of gold or silver on the 
street shoe is only permissible when 
done so subtly and delicately as to 
merely suggest and never to assert 
its presence. 

“Black as a costume and shoe « 
will, of course, carry over, but there 
is every indication that its prestige 
will be lessened as the season ad- 
vances. 

“The ensemble theme is stroner 
than ever, hence the shoe is second 
only to the garment in importance. 
This demands a concentration on the 
closer study of shoe relationshi) in 

[CONTINUED ON PAGE 86] 
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“Tt’s a Dream” 


BOUDOIRS IN STOCK 


An opportunity to realize on the tremen- 
dous popularity of 
DREAM BOUDOIRS 
They are made with an arch and over 
combination lasts. 
SIZES IN STOCK: AA-5%/8; A-5/7%; B-8/7; 
C-2%/8 


No. 2000—Pat. Leather, Rose Lining. . $3.10 


No. 2001—Black Satin, Rose Lining.... 3.10 
No. 2050—Black Kid, Gold Lining.... 3.35 
No. 2051—Red Kid, Gold Lining...... 3.35 
No. 2052—Blue Kid, Gold Lining..... 3.35 


Terms 5% 10 Days, net 30 


BRAUER BROS. SHOE.@. 


MANUFACTURERS 
ST. LOUIS, MO. 






















Immediate 
Delivery on 


Flood-O-Lite Jr. 


for 


Spot and Flood Lighting 
Christmas Displays 
Reflector & Illuminating Co. 


Representatives in All Principal Cities 
1413 W. Jackson Blvd., Chicago, U.S.A. 
























Imported English Field Boots 


IN STOCK 


These English field boots 
are full leather lined, 
with stout first quality 
double sole, and have 
that custom-made appear- 
ance and distinguished 
style. They are easy fit- 
ting and comfortable, 
and are the products of 
workmen having behind 
them the traditions of 
generations of fine shoe 
making. 

Write for complete cata- 


logue of puttees, riding boots 
and accessories. 


No. B-2780 
Tan Scotch grain 
$13 a pair 


No. B-2790 
Black Scotch ‘ain 
$13 a pair 
No. B-1786 
Black or Tan 
Willow Calf 
$13 a pair 

























COLT-CROMWELL CO., INC. 


596 BROADWAY NEW YORK, N. Y. 

















Seasonable Underpriced Specials 
In-Stock 


Stock No. 201 — (Nailed 
Shoes) Sturdy Black Retan 
Uppers, Plain and Sport Comp. 
Soles, Dry Welt to Heel. 
Stock No. 195—Same, in 
Tan Retan ...ceceseseveeces 


$2.15 







> 

Stock No. 3039—(Goodyear Welt) Sturdy Black 

Retan Uppers, Sport Comp. Soles, with Leather $ 

Middlesole, Dry Welt to heel..........-+seeeeeees 2.65 

Stock No. 3040—Same, in Tan Retan.......... 

Stock No. 1206—(Goodyear Welt) Best Quality 

Black Elk, Double Leather Soles, with ‘‘Uskide"’ ~ 

Outers, Dry Welt around heel..........+--++e008- e 
Packed 12 pr. to a case, standard runs 


Also a few cases of men’s Black Elk, or $1 60 
Tan Retan Scout Shoes, Composition Soles 7 


And Goodyear Welt Police Shoes, Black $2 65 
7 


Dry Welt to Heel. Leather Soles........ 





Holiday Special Women’s Plush or Ribbon 

Trimmed Felt Juliets, with Leather Soles and 80c 

Rubber Heels. 12 assorted colors......... = ; 
(Sold in 36 pr. cases only, solid color to case.) 


Sizes: 3/7, 4/7, 4/8, 4/6 





J. A. KEMLER, 108 Lincoln St., BOSTON 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same sak 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when reguler 
advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








The Golo Slipper 
Company 
129 Duane Street, New York City, N. Y 


Is open for the services of two steilidhe 
enced shoe salesmen from January ist in 
the following territories: 


Illinois 

Iowa 

South Dakota 
Missouri 
Minnesota 
Only experienced men acquainted in terri- 
tory considered. Drawing account against 
commission. Applications by letter only— 
do not call or phone. In answering give 
all details: age, experience, territory, 
yearly sales and earnings, references. 
Strictly confidential. 


ebraska 
North Dakota 











Real live wire shoe salesmen with 
established trade in the following 
states: Alabama, Arkansas, Ari- 
zona, Indiana, Louisiana, Michigan, 
Mississippi, Ohio, North Dakota, 
South Dakota, Texas. Complete 
line of women’s medium price, real 
hot novelties, all instock. Refer- 
ences must accompany applications. 
Liberal commission with wonderful 
opportunity for right men. Ad- 
dress D-178, Boot and Shoe Re- 
corder Pub. Co., 207 South Street, 
Boston, Mass. 











High Powered Salesman 
Wanted 


only those with a good following need 
apply, to carry our Women’s Corrective 
Arch shoes to retail at $5.00, in stock, 
on a commission basis in the following 
states: Virginias, Carolinas, Western 
Pennsylvania, Ohio, Indiana, Michigan, 
Maryland, District of Columbia, Texas. 
Write: 


Thalheims’ Wearwell Shoe Co., 
Ino. 
141 Duane Street, N. Y. C., New York 








SALESMAN for northeastern Ohio. Travel by 
icKays, 


gut. Welts, ees a nee ee Mc leg, es. 


oy a interested in salesm 
HAGERSTOWN SHOE & rT peCING CO., 
Hagerstown, 


We have been selling the 
larger operators mainly. Now 
we want live salesmen to help 
us expand our business with 
the better retailers on our 
lines of misses’ and children’s 
Welts, Greenflex Process Flex- 
ible Shoes and Children’s 
Stitchdowns. Can be carried 
as a side line on straight, 
liberal commission basis. The 
following States are open, some 
with an established business:— 
Wisconsin, Minnesota, Iowa, Mis- 
souri, Arkansas, Nebraska, Kansas, 
Oklahoma and part of Texas, 
Louisiana except New Orleans, 
Washington, Michigan. Give full 
details in first letter. 


GREEN SHOE MFG. CO. 
960 Harrison Ave., Boston, Mass. 





We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


© 
“For Hard Service.and LongWear’, 
: ee ( 














Competent Salesman 


with established trade to sell stitchdown 
shoes out-of-town. Commission basis only. 
One acquainted with big jobbing houses 
and chain department stores. References 
required. dress D-176, care 
Boot and Shoe Recorder, 239 W. 
39th St., New York. 








Merchants Shoe Company 


want a well qualified salesman to sell 
their well-known in-stock lines of smart 
women’s shoes in California on straight 
commission basis. Full details must ac- 
company application. 

MERCHANTS SHOE CO. 
57 Lincoln Street, Boston, Mass. 











ARGELY increased facilities cause us to 

seek experienced shoe salesmen who are look- 
ing for a quality line of children’s goodyear 
stitched shoes to carry exclusively or as a side 
line in Ohio, Illinois, Texas, New Mexico, 
Arizona, Nevada, Iowa, Nebraska, Kansas and 
the Pacific Coast States. New spring line now 
ready. PRIDE SHOE COMPANY, 1709 
Locust Street., St. Louis, Missouri. 


MANUFACTURER offers unusual opportunity 
to experienced salesmen in Chicago, Cleve- 
land, Detroit, Philadelphia, New York State and 
New York City, to carry fine line of medium 
priced women’s welts made on genuine combina- 
tion lasts and carried in stock—in many attrac- 
tive styles from A to EEE. Address D-171, 

care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 





WANTED AT ONCE — Three high grade 

rubber footwear salesmen by a large rubber 

company, to sell a popular and well advertised 

footwear item for women. cellent returns 

for experienced men. Address D-154, care 

Root and Shoe Recorder, 207 South St., Boston, 
ass. 


ALESMAN WANTED to sell pocket sample 

of the “Hart’? Wool Felt Cushion Bite Pad 
to the shoe findings trade in large cities of Ohio, 
Michigan, Illinois, Missouri and Pennsylvania. 
Good commission. Original and duplicate orders. 
Write for particulars. Address D-173, care of 
Boot and Shoe Recorder, 239 West 39th St., 
New York, ¥. 


RESIDENT. salesmen with headquarters in 
large cities to carry six samples infants’ 
McKay straps, Mary Janes, pumps, etc. 
side line. Price right for volume buyers. 
dress D-177, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











ANTED—Salesmen_ with established trade to 

sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Minnesota 
Mississippi, Nebraska, Ohio, Arkansas and 
Pennsylvania. Money making proposition for 
the right man. SHU-STILES, INC., 1330 
Washington Ave., St. Lofiis, Mo. 


WANTED —Salesmen with established trade to 
represent us in Minnesota, Mississippi ao 
Wisconsin. We have the largest and fastest 
selling line of women’s novelty shoes in the 
country, selling at one price of only $2.85. 
Liberal commissions and wonderful proposition 
to men of proven ability. SPECIAL SHOF 
aw ANE, 1332 Washington Ave., St. Louis, 
0. 











HELP WANTED 


DESIGNER and pattern maker on soft sole 
house slippers. Im your letter state experi- 
ences and salary desired. Address D-169, Boot 
and Shoe Recorder, 239 W. 39th St., New York. 


ELP WANTED MALE — Salesman with 

proven following among jobbers and depart- 
ment stores; Southern and Eastern territory; 
for line of felt, leather and novelty s! 
commission ; this is an exceptional oppor 
for the right man to connect with hah. 
long established New — concern. A 
D-175, care of Boot and Shoe Recorde 
South St., Boston, Mass. 
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~ POSITION WANTED 
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1 ma 


What Shoe 
Manufacturer 


Will Give Me An 
Opportunity to 


—<advertise his shoes in novel and 
forceful ways; 

—systematize and make productive his 
sales department records ; 

-—support hie salesmen with effective 
home office cooperation ; 

—in @ word, HELP HIM INCREASE 
SALES? 


My 15 years’ experience in advertising 
and selling positions, all in the shoe and 
leather field, give me the necessary back- 
ground for the most valuable service. 

METHODS — COPY —LAYOUTS— EN- 
GRAVING—PRINTING. References if 
desired. 


Address D-179, Boot and Shoe Re- 
corder, 207 —_— Street, Boston, 
ass. 


TUUMUOUTNNNT ANNANDALE eae TN TATU Ua Tneneaeeas 








GALESMAN with excellent following among 
the better retailers in eastern Pennsylvania, 
desires connection with reputable manutacturer 
of women’s novelty shoes to retail at $4 to $6; 
thoroughly experienced and capable of selling 
yolume; will furnish best of references. Address 
5. WEISBERGER, 95 First Ave., Kingston, Pa. 


WANTED TO PURCHASE 








CASH PAID 


for entire shoe er sarplus stocks of 
shoes or other p.. - M, Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. Y. 
Phone Spring 14438 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also r 
surplus or slow sellers. Quantities no ny mm 
Retail or wholesale. Short term leases taken 
off your lands. Wire or phone us. Corre 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also chase clothing, ms zo | 
goods, ~~ ry Dock 














Sell Us Your Left Over 


New York Export Purcnasinc Coap. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 





MERCHANT NEEDS 

























The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 





HARRISBURG, PA 


HARRISBURG, PA. 






































MERCHANT NEEDS 





BUYE c<R AND STORE MANAGER— 
Thoroughly experienced executive desires 
connection with live retail store or shoe depart- 
ment. Twenty years’ experience, twelve as 
manager and buyer. Highest references as to 
character and ability. Address D-163, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


pos! TION WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. Can produce turnover and profits. Ad- 
dress D-174, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











FOR SALE 





FOR SALE—Store fixtures. Genuine walnut 
upholstered settees and stools. Shelving two 
cases, etc. WEBER SHOE CO., 4226 Olive 
St., St. Louis, Mo. 








PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 




















ete Special 
rices for 
the Quantity 
Protected Users 


SAMPLES GLADLY FURNISHED 
Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 











OR SALE—ONE OF THE BEST STORES 
IN WORCESTER COUNTY, CHANGED 
hands three times in thirty-four years. Present 
owner for sixteen years, retiring. Shoes and 
furnishings, stock and fixtures. Value $20,000. 
Address D-172, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. No brokers. 








MERCHANT NEEDS 














SENTRY SHOE TREES 


Tuese light, flexible, adjustable 
ntry Shoe Trees in nickel, black 
and in six beautiful colors for 
ladies. Only two sizes necessary. 
One for men and the other for 
ladies. Retail for 25 and 50 cents. 


Goldsmith Mfg. Con,Providence Rt | 
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JET BLACK SATIN DYE 
Odorless—Non-Inflammable 
Guaranteed to dye all colored satin and 
leather shoes. 
JET BLACK 
Agents Wanted. Sent Prepaid. 
Price $3.00 a quart. 
AR-CEE DYE CoO. 
2111 Quentin Road, Brooklyn, N. Y 














Go near the Ocean its called. 
The Breakers 









§o modern in equipment and 
well conducted it is known as 
one of the Worlds finest Hotels 


plane Sigoumnty the Snead 


































OVEN 


SHOE 
LABELS 


The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34 sr. SMG 
Phone WISCONSIN 8130 


























nStCharlos 


ATLANTIC CITV 
For An Unusual Winter Outing 
As interesting as the Boardwalk whereon it 
stands . . as modern as the times... its 
porch the largest and best located on the 
beachfront . . . its appointments and service 
a delight to the discerning. 
Cuisine par excellence. 

Hostess Golf Dancing 
























etormetion for Shoe Merchants 


advertising pages of the Boot and Shos 

Recorder" constitute ao almost inexbausiidie, eres 

informatfon as to where and what te buy. 
re, Oy, Fy SON 
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MERCHANT NEEDS 


MERCHANT NEEDS 





PH OSCAR ONKEN Co. 


Display Fixtures of Quality 
y IN WOOD ONLY, BUT IN MANY PERIODS 


Your WINbow TRIMS 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
the coming year. 


—lIt might be a good business move to look 
into your present equipment and see if a new 
set is not advisable. 


iid 


"we catalog complete sets for Shoes, Women’s 
Wear, Clothing, Furnishings—ranging in price 
jfrom $25.00 to $85.00 per set, with which 
effective results can be had as {ilustrated 
‘aes for immediate shipment and season’s 
ating. 


Of interest to the Display Man 
Ask FOR SpeciAL Book B-11 








4 SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 


One of the Two Best Lines Made 


CINCINNATI, QO. 


|—ViINDOW 
[DISPLAY FIXTURES 


I SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
m SEND CATALOG, 





WHERE TO BUY 
WANTED STYLES 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 
problems. 

















Milbradt 
Ladders 


: Made for 40 years 
' by the original in- 
| ventors. 


Made in all styles 
% to suit any shelving 
condition. 


" Get our price before 
placing your order 

: Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 











QSTABLISHED 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER ( 

Lo5e Cations 5 inetis 
263-27) LEXINGTON AVE , BRODKLYN. wv 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MPCS 


Pd 














Thornton Gives Up Store 


NASHVILLE, TENN. (UTPS)—Henry 
Thornton, one of Nashville’s oldest 
shoe men from point of service, has 
gone out of business at the corner of 
Eighth Avenue and Church Street, 
where he handled the Arch Preserver 
shoe, and has accepted a position in the 
footwear department of the Castner- 
Knott Dry Goods Company. Mr. 
Thornton was part owner and mana- 
ger of the Maxwell House Shoe Co., 
for more than 40 years. 


December 3, 1927 


A Rousing Convention 


at St. Louis 
[CONTINUED FROM PAGE 82] 


its feeling, theme and color, to th- 
ensemble. The apparent simpli-* 
of the mode, which masks an intri- 
cate technique is the key motif of 
fashion. This demands a classic 
line, a classic color, the exquisitely 
simple, the softened hue, the blend- 
ing harmony which are the watch- 
words for the shoe industry to fol- 
low. 

“I urge great care in exploiting 
the new shoe colors appropriately. 
All are in good taste and all are ap- 
propriately keyed to the garment 
shades, but can be injured if pushed 
too early. White jade, honey-beize 
and pale gray should be promoted 
only as winter resort shades until 
their proper time for summer exploi- 
tation. This applies to white jade 
especially. 

“The meritorious effort of Paris 
to bring back an afternoon atmos- 
phere and elegance in style, without 
lessening the importance of simplici- 
ty of the sport genre or the spirit 
of youth in the mode, presages a 
greater luxury and elegance in foot- 
wear, also a deeper shoe conscious- 
ness—all good omens for the future 
of the shoe industry.” 





Correcting an Error in 
a Teeple Shoe Co. Ad 


The Teeple Shoe Co. of Wau- 
pun, Wis., inserted a half-page 
advertisement in the Nov. 19 1s- 
sue of the BooT AND SHOE RE- 
CORDER featuring their new line 
of Rodeo Boots for boys, youths 
and little men. It was in the lat- 
ter classification that the price 
was given as $3.25. The correct 
price is $3.85. The prices of 
$4.50 and $4.25 for boys’ and 
youths’ sizes respectively were 
given correctly. 











New Roederer Corp. 


DAYTON, OHIO—A new retail shoe 
corporation capitalized at $10,000 was 
recently formed here. It is the George 
Roederer & Sons Shoe Co., and is com- 
posed of George Roederer, the father, 
and his three sons, all of whom are 
actively engaged in the retail shoe busi 
ness in Dayton. The reason for the new 
company coming into being, is the 
starting of a new store which is locate: 
at 1800 North Main Street. Georg 
Roederer, Jr., who is the secretary- 
treasurer of the corporation, is to tak 
charge of this store which is to be an 
exclusive Buster Brown Store. Even 
tually all the Roederer stores will con 
into the corporation. These stores are 
now strategetically located in the East, 
South and West suburban sections « 
the city. 
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MAIL THAT CHECK 
for Christmas Seals today 


H* your local tuberculosis 
association mailed some 
Christmas Seals to you? Why 
Should you keep them? 

Here’s the answer: Christmas Seals help 
finance the Tuberculosis Associations. 


These associations have already aided in 


cutting the tuberculosis death rate by more 


than half. Every seal you buy 
works directly for the health of 
your community, your friends, 


your family — your health. 


Send that check to your local associa- 
tion today. Put the seals on your Christ- 
mas mail—on your Christmas packages —and 


spread their message of health and happiness. 


THE NATIONAL, STATE, AND LOCAL TUBERCULOSIS ASSOCIATIONS OF THE UNITED STATES 
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The Boot and Shoe Recorder 


Serves in 
Getting More Shoes Sold tegen © not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fuing, for the 
right a oS at the -_ profit. This is the great problem of the retail 
shoe mer chief purpose of THe Boot anv SHoE REcoRDER 
is to ye ger solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


PROFITABLE PROSPERITY IN 1928... Year of Opportunity.. 
Leaders Predict Good Times Ahead. 


THE VOICE OF THE RECORDER...... Opinions of the Editor......... 44 
ADVERTISED LINES INA SMALL TOWN By “Helpful Hank” 
St. Louis STARTS SPRINGWARD..... Pageant Highlights ........... 


TUNE IN ON SPRING STYLES........ A Broadcast from St. Louis.... 
At the Footwear Pageant. 

A RousING CONVENTION IN ST. Louis The Southwesterners Meet... 

St. Louis STyLes (Illustrated).... By Telephoto ..........eceeeee 


New BEAUTY IN LINE AND DESIGN... The Spring Mode.............. 
America Comes Into Her Own. 


GETTING READY FOR THE BiG SHOW The N.S. R. A. Convention.... 


WHo’s WHO ON THE RoaD........ By Helen M. Haney 
News of the Travelers. 


SHOE MERCHANTS NEWS .......... About Retailers ............. 
SHorE MARKET NEWS.. Among Manufacturers .. 


OTHER REGULAR FEATURES. 





GETTING MORE 
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THE BOOT AND SHOE RECORDER PUBLISHING Co. 
“ 207 SouTH STREET, BOSTON, Mass. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 





ARTHUR D. ANDERSON 
Seoretary 
Directors of the compevation, in addition to 
the above-named cers, are as follows: 
A. C. PEARSON CHARLES H. FURBER 
OwEN A. THOMAS R. D. NorTHROP 


HucH M. Bowsn 
P. M. FAHRENDORF 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHow Recorper is $3.00 for one yeat, which includes 
pestage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Voneanela and the Guianas, which is $6.00). 
FOREIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 

































Miss Springtime’s Début 


HE “battle of beauty” in St. 

Louis will indicate the trend of 
style in footwear for early spring. 
We expect to discover the secret of 
color and pattern in these first se- 
lections of footwear. 









HE biggest market week of the 

century, 50,000,000 pairs of 
shoes bought at St. Louis by mer- 
chants from every geographical dis- 
trict of the country—and the price 
situation developed in that market— 
make news of shoes important next 
week. 
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THE QUALITY BOX TOE 











Shoes vs. Romance rn 


In Colonial days, bridal shoes of 
, . , : buff silk, embroidered with flow- 
ROM time immemorial shoes and weddings have been as- nei ‘Sin cnndiee table 


sociated in popular romance. The custom of throwing an must have white satin pumps for 
F p the ceremony, and a complete 

old shoe after the bride is still observed. In Anglo-Saxon shoe wardrobe for her honey- 

. ° J. oe ee moon trousseau. Since she must 

weddings the shoe was as indispensable as the ring is with us have the best, her shoes should 

today. During the ceremony, the bride passed her shoe to the be equipped with (elastic— 

: : - The Quality Box Toe. 
bridegroom, who gently tapped the maiden on the head with —— 


it to signify his future authority. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





4 

| 

{ 
q 
L 




















93 


OS MINY 


e AeeessOrTtes 


Section 
OF THE BOOT AND SHOE RECORDER, DECEMBER 3, 1927 


i | 
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To our friends in the trade: 


















We are sorry that for the past two months 
our deliveries have not been as complete 
and prompt as we would like them to be. 
Here are the reasons: 

Two years ago when we built our mill 
and started production on Gordon V-Line 
hosiery, things moved fast—even faster 
than we expected. Frankly, the demand 
for these smart, fashion-new hose exceeded 
our greatest expectations. This Fall of 1927 
has found Gordon V-Line sales beyond our 
most optimistic quota. 

To meet the steadily growing demand we have 


1 Made a 40% increase to our factory floor 
space. 
2 Added our own dye and finishing plant. 










Labs 
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3 Kept our machines working day and night. 


4 Added equipment which by January first 


will double our production of a year ago. 


So we ask our customers to bear with us 
just a little longer. If your order has been 
delayed, you now know the reason. It has 
been a production problem, and it is being 
solved. You may rest assured that by the 
first of the year we will be ready to 
give you promptest attention —true Gordon 
service. 





BROWN DURRELL COMPANY 


11 WEST 19tH STREET, NEW YORK CITY 
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Hosiery and Shoe Store Accessories 
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Merchants that have 
the style “edge” get 
the bulk of the trade 
in every community. 
TreZur’s pointed 
heels give you the 
style “edge” you need. 


ALL STYLES’ LISTED 
HAVE POINTED HEELS 


Pure Silk with Welt of Fine Lisle 
Style Per doz. 


50 Chiffon weight with silk plated sole $12.50 
55 Medium weight with lisle sole 12.50 
Extra heavy service weight with fine lisle 


sole 15.50 


All Pure Silk 
Chiffon weight with silk plated sole 13.50 
New improved 45 gauge chiffon weight 15.50 
Forty-five gauge service weight 16.00 
Extra fine gauge chiffon, extra length with 


Picot Edge 18.50 
Forty-eight gauge three thread chiffon, ex- 
tra length with Picot Edge 24.00 


F.O.B. New York, N. Y. 
Immediate Delivery—Special Mail Order Department 


COMBINE HOSIERY CORPORATION 
1107 Broadway, New York 
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See Back Cover 
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THE PINKLESS NUDE 


Lighter Casts Will Be Favored for 
Spring, with Gray as a Stronger 
Note in Hosiery; Fine Lisles 


Given Place in Sports 
Wardrobe 


CESO 


RING may be 
§ some months 

away, but the Palm 
Beach season is close at 
hand. What will the 
women wear at Palm Beach is an 
interesting and important question, 
important, because it 


shoe color card may 
be. expected to be in 
demand. White hosiery, 
except for sports wear, 
and then in some material 
other than s lk, does not figure to 
any great extent in the plans for 
early spring and sum- 





isat the winter resorts 
that the general style 
trend for the coming 
spring is launched. 
Those who usually 
know what they are 
taking about are pre- 
dicting a strong run 
on pinkless beige 
tones in hosiery for 
the Palm Beach sea- 
son. This is predi- 
cated on the extensive 
use of pinkless beige 
and of bright blue 
tones in costumes de- 
signed for winter re- 
sort wear. It is cer- 
tain that the darker 
tan shades that have 
been ruling favorites 





mer. 

Indications are that 
1928 will be a bigger 
sports hose year than 
any that have pre- 
ceded it. Quite the 
smartest things that 
are being shown in the 
line of sports hose for 
women are the fine 
lisles, most of them 
with white grounds 
and many of them 
decorated with  jac- 
quard woven figures 
in black or color, or 
hand blocked printed 
designs. Lisle hose for 
sports wear has been 
growing in favor and 
is a tendency that will 








this fall and winter 
will give way to the 
lighter tones. Gray, 
particularly with a 
mauve cast is given a 
place on the early 
spring color list for 
hosiery and the silver-gray and 
moonlight, or perhaps even lighter 
shades are expected to return to 
favor. Hosiery of about the same 
tonal value as white jade on the 
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Sports hose. 


New jacquard design in 
black on fine lisle white 


courtesy of Westminster, 


Ltd. 


bear careful watching 
by the alert merchant. 

Mesh hose continve 
as a high style note 
and are being shown 
now in the lighter 
tones for spring and 
summer wear. One of the troubles 
with mesh hose, however, is their 
long lasting qualities. Strange as 
it may seem, mesh hose wear better 
than plain hose. 


Shown by 

















$1.00 Retailer 


No. 1200—A lisle and 
rayon jacquard pattern 
following the present style 
trend to quieter effects. 
Interesting color combina- 
tions. 


y ia 


LBs 


$2.50 Retailer 


This two tone, 20 strand 
pure Japan silk sock re- 
tails at 2.50 and up. 
Lisle retails at $1.00 and 
up. Special 22 inch show- 
eard featuring this hose 
sent on request. 


Quality hose for 
your better trade 


Men are tired of buying cheap hosiery and 
have found that it pays to get the better 
qualities. 

You can get an excellent turn over on these 
new styles with a very fair mark up. 


Push your quality business with Hirner 
Hose. We are glad to submit samples to 
responsible merchants. 


HIRNER HOSIERY CO. 
ALLENTOWN, PA. 





$1.50 Retailer 


No. 1100—All silk jac- 
quard pattern with high 
spliced heel and double 
sole. Wide range of color 
combinations. A very 
smart style. 


Sales 
Representatives 


NEW YORE— 
E. W. Robischo:. 
889 Fifth Ave. 


CHICAGO— 
Gale V. Smith, 
408 So. Wells St 


CLEVELAND— 
Ralph Smith, 
1426 W. 3rd St. 


PHILADELPHIA 

R. H. Aucott, 
Queen Lane Nation 

Bank Bldg. 


SAVANNAH 
Tom Fleming, 
123 Broughton St 








{ 
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SOCKING THE MAN 


in Men’s 
Coming 


New Patterns and Colors 
Hosiery Evolved for 


Spring Season: Tonal Combi- 


HE male 
ankle is not as 
interesting as the 

female, but it is becom- 
ing more interesting. Men 

are grooming their ankles more 
carefully. They are not buying 
mere ankle coverings now, but acces- 
sories to their costumes. In other 
words, men want hosiery that will 
harmonize with their general dress 
scheme. It is for this reason that 
there has been a shift toward more 
subdued colorings and plainer pat- 
terns. 

This trend stands out nowhere as 
sharply as in golf or sports hose. 
We now find a larger number of 
plain colored ribbed hose in demand, 
and the large patterns, with the 
possible exception of the Argyle 
plaid, have shown a distinct falling 
off in demand. 

In half hose plain grounds are 
more popular for winter wear and 
probably 
over 


will 
carry into 
the spring and 
summer. In the 
newest of fine im- 
ported lisles for 
next spring, such 
patterns as the 
bird’s eye, tiny 
checks and other 


nations Trend Toward 


Subdued Shades 
a (ot a 


small and neat 

effects are displayed. 
Stripes, which have 

held the foreground in 
fashionable half 
throughout the winter, are expected 
to continue to be good in the spring, 
when the change is made from the 
wools and wool mixtures to lisles, 


silk and lisles and rayon and lisle 


hose 


mixtures. 

An interesting question before the 
trade now is, will the knickerbocker 
give way to long trousers for golf 
and general sports wear? There is 
a tendency toward the greater use 
of gray or white flannel trousers by 
the well dressed contingent. How 
far it will go is not clearly apparent 
as yet. It might be well, however, 
for the retail merchant to watch this 
tendency and make his purchases of 
stockings accordingly. 


long golf 


For with the long 


fine lisles 


sports 
with 


wear 
trousers there are 
jacquard 
in color on white 


figures 


grounds, a decid- 
edly smart note. 
In street hose 
the neutral tones 
of beige and gray 
look like good 
spring numbers, 
also soft blues. 
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CUTTING PRICE CUTS 


Concentrated Drive for Week Replaces 
the Old and Senseless Method of 
Cutting Prices to Stimulate 
Business — Store Wide 


NE of the worst 

evils of the ho- 

siery trade is the 
profitless and _ utterly 
senseless price cutting that 
retail merchants engage in from time 
tot me. When you feel the need of a 
little extra business on hosiery it is 
not necessary to take the pruning 
knife and elimi 


Contests 


Cer 


will give you a lot 

of cooperation and 
may even share in the 
expense. The story of 
how two of these weeks, 
each devoted to a different brand of 
hosiery, were staged contain many 
helpful ideas. 
The first to be considered 
is the “Arteraft 


even 





nate profit and Ij 
possibly incur a : 
loss by spending 
good money in the 
newspapers to in- 
vite the public 
into your store to 
purchase hosiery 
from you for less 
than you paid fer 
It. 


| 


Hosiery weeks 
will do the trick, 
and a whole lot 
better and more 
profitably than the 
od method of 
price cutting. We 
don’t know just 
who started the 
idea of an entire 
week in a retail 
store devoted to 
the exploitation of 
hosiery, but since most of these 
weeks have been staged under the 





tised the special 


banner of certain brands, it prob- 


ably originated in manufacturing 
circles. If you handle a branded 
line and want to stage one of these 
weeks, the manufacturer no doubt 
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The Ruby Ring Twins which adver- 


Block’s, Indianapolis 


Hosiery Week” 
staged in the W. I. 
Addis Company 
store, Syracuse, 
N. Y., recently. 
In the first place, 
the Hosiery Week 
was announced to 
every employee of 
the Addis store. 
Contests were 
outlined in which 
every salesperson 
in the store was 
eligible to com- 
pete. 

One contest 
was for salesladies 
in the hosiery de- 
partment and the 
prizes were 
offered for the 
person making the 
largest sales in 
money during the week. 

Another contest was operated for 
those outside the hosiery section and 
prizes announced for the person who 
referred the most customers to the 
hosiery department. Cards were fur- 
nished for this event which were 





hosiery week at 





A reptile design worked 
out in jacquard pattern 
in black on fine white 
lisle. From the spring 
sports line of Krueg 
Tobin Company. 





Alice Brady, popular theat- 
rical star, selects Gordon 
V line hosiery as a comple- 
ment to her lace evening 


Lown, 


Jacquard bird’s-eye pat- 
tern on fine imported 
lisle half hose. 
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Long stockings have _ been 
produced for the tall girls, but 
here is a stocking intended for 
misses and little women. It 
comes in sises 8 to 9Y% and is 
knitted in proportion, through- 
out. Made by the Archer 
Hosiery Mills. 


Hand block printed alli- 
gator design on fine lisle 
sports hose for women. 
Courtesy Krueger-Tobin 
Company. 


Two new fancy 
numbers from the 
line of the Standard 
Hosiery Mills, both 
employing Bemberg 
and Celanese yarns. 
That at the left also 
contains some pure 


AY il k ° 
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ween 


Whose little toes 
are these 


i may be Jane Doe’s or Mrs. Richard 


Roe’s, but hundreds upon hundreds of 
feminine feet go seeking Vanity Fair Hose 
every day. 

The name Vanity Fair—long the leading name 
in glove silk underwear— is fast becoming 


equally famous for hosiery. It can be joined 
with your good name to mutual advantage. 


We carry an in-stock line of twelve styles of 
women’s full fashioned silk hosiery in a full 
range of the season’s colors that are in the mode 


and correct. 


Details of our sales plan on request-—gladly and 
promptly. 


“Remember We Pay the Freight!” 





Mills, Reading, Pa. 


VANITY FAIR SILK MILLS 24/05... 550 Madina Ae 
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SUBDUING DAMAGES 


Day-by-Day Check Effectively Reduces 
Damaged Hose Bugaboo; How 


One 


System to 


¢ HE other day 
when the White 
House, San Fran- 


cisco, completed its semi- 
annual stock taking, the 
check showed only eight pairs of 
undesirable hose in the entire de- 
partment. 

Keeping stocks in condition to 
permit such an unusual showing 
isn’t just a matter of luck with Karl 
Von Alt, department buyer. That 
is an average condition made pos- 
sibly by keeping constantly on the 
trail of every pair of hose that has 
proved defective in any way. ‘The 
bugaboo of damaged stock that 


takes the joy out of life for many 
a buyer for large departments has 
been put to rout by a successful sys- 


tem applied by Miss Katherine 
Mullins, assistant buyer. 

Every day each pair of damaged 
hose that has proved defective and is 
to be returned to the manufacturer 
for adjustment goes into a box in 
the stock room assigned to that 
manufacturer. Fifteen factories are 
represented in the White House 
stocks for women and _ children. 
Twice a month without fail these 
hose, collected daily, are sent back 
to the manufac- 
turers. 

This system 
prevents accumu- 
lation of quanti- 
ties of damaged 
hose which must 
be checked back 
over many _ rec- 
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Western 


Uses 


Store 


Cut Losses 
to a Minimum 


CEE 


ords to determine the 
name of the manufac- 
turer, the cost and sell- 
ing price, the stock 
number and the latest cost 
and selling price per pair. 

By keeping after defective hose 
every day this record-keeping isn’t 
the formidable undertaking it proves 
when hose are permitted to pile up 
for weeks before being returned. 

What about those that are dam- 
aged in handling in the department 
or which the store takes back in 
making “policy” adjustments for 
customers? Another big problem 
there! 

In the White House, losses of 
this type have been cut down to an 
irreducible minimum by having 
these hose expertly repaired by a 
shop in San Francisco that does 
such excellent work that hose so 
mended can be returned to stock if 
necessary. 

Sometimes, of course, a pair of 
hose cannot be mended satisfactorily 
in which case a drastic mark down 
is taken. A stock girl in the depart- 
ment happens to have a number of 
friends who are interested in bar- 
gains of this sort and when she 
phones them these 
defective hose are 
moved out quickly. 
It is her particu- 
lar hobby to help 
keep stocks free 
from such unde- 
sirable numbers 
and she does. 





The Slipper Sole » 29-inch Length 


New Narrow Extra High Grace Heel 


BUSTER BROWN JHoszery 


DELIVERY OVERNIGHT IS ASSURED 
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Sale per Customer 


..Aere, at last, is a $1.00 retail hose with 


the slipper sole 
the new, narrow, extra-high Grace heel 
the 29-in. length 


OW you can give your customers the very features of high- 
4 priced hosiery—at a phenomenally low price which puts them 
within the reach of every woman. 


Ask your Buster Brown Distributor to show you these new $1 
specials—with the three advanced features illustrated above: 

Style 625—Ladies’ pure silk dollar hose. Style 634—Ladies’ all- 
over thread silk plated dollar hose. Style 635—Ladies’ over-the- 
knee thread silk plated dollar hose. Style 637—Ladies’ pointed heel 
thread silk plated dollar hose. 

The Buster Brown distribution plan is designed for your profit. 
Re-orders gain overnight delivery from nearby distributor’s ware- 
house . . . cutting down your inventory at the same time you 
are increasing your turnover. In this way, too, you are sure of a 
fresh, up-to-the-minute stock. The danger of overbuying is entirely 
eliminated. 

Put in a small initial stock of these sure-fire sellers. Watch your 
sales slips begin registering two and three pairs per customer, where 
now they show only one! 

If you cannot secure style desired from your nearest Distributor, 
write Amory, Browne & Co. direct. 


Sole Selling Agents: Amory, Browne 2g Co. 


NEW YORK BOSTON 


’ 


FROM NEARBY DISTRIBUTOR’S WAREHOUSE 
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OW you can offer the 

finest silk hose values 
that ever retailed for $1. Five 
beautiful, semi-fashioned, silk, 
women’s hose, that not only 
look finer, but actually are 
finer than usually offered for 
more. At $8 a dozen. 


Chiffon No. 21. Like a_ spider 
web—"‘sheer as the sheerest and 
strong as the _ strongest.” Har- 
monizing color band around top. 
Special ankle forming and seam 
effect. Purest of clear silk from 
top to toe. 


Medium weight service No. 22X 
silk to top. Specially constructed 
to fit and look like expensive full- 
fashioned hose. 


Real bargain values 

2 ; . Tapered heel No. 23X silk to top. 

every shoe store has In medium weight service identi- 
wanted. cal to No. 22X except the heel. 


Heavy weight service No. 24X. 
Silkk to mercerized lisle hem. 
Fresh, elastic, durable silk. 


A bargain for stouts, No. 25X. 
Heavy weight service silk com- 
bined with rayon to mercerized 
lisle hem. Outsize that is gener- 
ously shaped to fit. 


All these styles come in the newest 
popular colors. 


Many unusually fine values are also 
recently introduced in our full- 
fashioned line. Wire or write. 





THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, 
Men and Children. 


MILWAUKEE, WISCONSIN 





RUTH MARTIN 


Woman 


Hosi ery 


By O. K. JOHNSON 


Ruth Develops Some New Ideas and 
Old Ones Regarding the Mer- 
chandising of Men’s Hosiery 
and Makes a Drive on 


“We IMES have 
OF change. said 
the preacher. 
“Nowadays every man 
must wear silk stockings.” 

“That can’t be right,” thought 
Ruth Martin, listening in her pew. 
“That is a sort of lay opinion, I 
guess. When we go out of church, 
I'll look about and see what sort of 
stockings the men here today really 
are wearing.” 

Observation disclosed that the 
men were wearing silk, lisle and 
wool, even on such a dignified and 
formal occasion as church-going. 

“If the minister had my job as 
buyer,” thought Ruth, “he would 
find that selecting stockings to sell 
to men is not to be governed by a 
single rule. 

“I wish | had the real low-down 
on how to get 
the men’s stock- 
ing business,’’ 
she mused as she 
puzzled over the 
problem of how 
to get the men 
to buy their 
stockings in The 
Martin Store. 

She checked 
over her experi- 
ence in her new 
hosiery depart- 
ment in her 


Hosiery and Shoe Store Accessories 


In 





the Average Man 


“SEEN 


this installment of a 
series of fictionized articles 
by O. K. Johnson, merchan- 
dising authority, Miss Mar- 
tin, the girl who established 
a hosiery department in her 
father’s shoe store, takes up 
the problem of merchandis- 
ing men’s hosiery. 
installments will appear in 
early issues —THE Eptror. 


veveveveeeeereensroeneneavaniaanantininanianiininen 


father’s shoe store. 

To start the busines 

in children’s stockings 

had been easiest of all. 

The women had readily 

responded to the attractions of her 

merchandise and her service. But 

the men! To get them interested 
was a slower process. 

She believed it must certainly be 
true that the right merchandise and 
the right approach and the right 
selling procedure must ultimately 
win them. ‘First, the right mer- 
chandise!” She had a Monday ap- 
pointment to look at a leading line 
of hosiery. ‘What is the right mer- 
chandise ?” 

Men are harder to sell than 
women, when they are selecting ap- 
parel and dress accessories. They 
are not so sure of what they want. 
Style standards 
are not so clear- 
ly defined. Even 
makers of men’s 
things never 
quite agree on 
what is correct. 
Right now, when 
inquiries are 
made about 
shape of coat 
lapels and about 
flaps versus no 
flaps on pockets, 
there is great 


Further 





\ 
sp VER 
{tw one 8 turn-over 


of investment! 


HAT’S the record of one Gotham 
Merchant last year. Do you know why? 


Because, for one thing, there is a consistent 
demand for Gotham Gold Stripe Silk Stock- 
ings—a demand created by justified confidence 
in their wearing qualities and their quick re- 
sponse to the needs of the color modes. 


Because, for another, the Gotham Merchandise 


to exchange numbers that do not move rap- 
idly for those that do. 


NOTICE: Our enlarged salesrooms at 77 O’Farrell Street, San 
Francisco, now offer Pacific Coast merchants shipment within 24 
hours of receipt of orders for GOTHAM GOLD STRIPE as well 
as Onyx Pointex Sil Stockings. Great savings in transportation 
costs are effected by shipment through the San Francisco salesrooms. 


GOTHAM . 
GOLD STRIPE 


Silk Stockings that Wear 
GOTHAM SILK HOSIERY CO., INC. 


Manufacturers 
389 Fifth Avenue, New York City 
Mills: Philadelphia, Dover, Wharton, Passaic and New York 


Exchange Plan enables the Gotham Merchant 
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difference of opinion among men 
who might be expected to know. 
“Worst of all,” Ruth meditated, 
“there is the lack of style con- 
sciousness among men.” 

She thought of the men on the 
platform at the big pre-election 
rally. The senator who spoke was 
wearing dark silk stockings with 
fine white clocking. The chairman 
of the meeting, 
biggest business 
man in town, 
president of a 
five-million-dol- 
lar corporation, 
wore bright 
colored stock- 
ings in a striking 
pattern with 
brown. shoes, 
and his apparel 
showed _ such 
utter lack of 
care that it left 
him looking as 
ordinary as one 
of lis fifty-dol- 
lar-a-week office 
men. 

‘‘Whatisa 
buyer going to 
do,” Ruth said 
to the salesman 
the next morn- 
ing, “when you, 
representing one of the biggest lines 
in the country, talk about more 
modest colors and quieter patterns, 
while your own house is advertis- 
ing extremely smart designs and 
the striking colors that make your 
product faultlessly correct. 

“T'll tell you what /’m going to 
do. I’m going to buy my hosiery 
stock for the average man, for the 
forty-nine per cent of the masculine 
portion of this and every other 
American community, which pays 
not the slightest attention to the 


hose for fall. 
plaid by 


ground by 








Two new numbers in men’s 
At the left a 
Allied 
Company, and at the right 
a fine white stripe on black 
Allen “A”. for 
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authoritative style statements of the 
tailors and hosiers of London. 

“Suppose you talk about a man’s 
good taste in being quietly and con- 
servatively dressed, with stockings 
in plain tones of blues, gray or 
brown with his blue, gray or brown 
suit. What happens? Most Amer- 
ican men will say they like a touch 
of bright color in their neckties and 
stockings, be- 
cause they don't 
want their dress 
to make them 
look too old and 
staid. 

“What is the 
result? The 
plain colors | 
bought from 
you on your last 
season's trip re- 
mained on the 
shelf until they 
went out at 
about half price 
in my clearance 
sale. Therefore, 
I shallshow 
mly a few dozen 
pairs in plain 
colors and simple 
clocked patterns 
j men who 

like conservative 

effects. I’m go- 
ing to select the rest of my men’s 
hosiery stock to measure up to just 
one standard.” 

“What is that standard?” asked 
the salesman humbly. 

“The feminine idea of beauty is 
the standard of good taste for men. 

“So what are your gayest and 
handsomest colors and _ patterns? 
Spread them out and I'll see how 
I like them myself. If I—a woman 
—like them, the men customers in 
The Martin Store will like them, 


too.” 


Knitting 













FleurdeLys 


HEEL 


Beautifies and Glorifies the 
Ankle of the American Girl 












































NESS NOW! 


Color Card sent on request. 


|! | Place CHRISTMAS BUSI. 
| 


HIS is the psychological 

moment to adopt ou 
Style Program of Women’s 
Silk Hosiery. Smart Wo 
men are tired of plain chif 
fon silks. Their demand 
for something different. Th: 
K-T-C collection of Chiffon 
Jacquards hits the Bulls Eye. 








No. 911—A Pure Dye all-silk 
chiffon stocking, with interlined 
lisle top and sole, featuring the 
Fleur-de-Lys _ solid silk hee! 
Fully protected by Patent Rights 
A Quality Stocking—price $22.75 
per dozen. Suggested retail price 
$3.00 a pair. 








No. 912—Three thread 48 gauze, 
Ingrain Silk Stocking, with Fleur- 
de-Lys Heel Price $32.50 per 
dozen. 


901—Picot top, all-silk, pure dye narrow Jacquard clox, 
$22.50 per dozen. 
No. 902—Picot top, ali-silk, pure dye wide mesh Jacquard clox, 
$22.50 per dozen. 
No, 990—Picot top, all-silk, Paris Jacquard mesh, $30.00 per 
dozen—Super Quality. 
No. 991—Picot top, all-silk, Paris Jacquard mesh, with clox, 
$34.50 per dozen—Super Quality. 

Immediate delivery in the latest Parisian colors. 


886. U. 8. PAT. OFF. | 


KRUEGER-TOBIN CO., Inc. 
15 East 30th Street, New York City 


STYLE ORIGINATORS AND SPORTS HOSE CREATORS 
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GIVE ’EM A LAUGH 


Tickling the Risibilities of Humans 
Is the Latest Trick of the Smart 
Advertising Boys on Hunt 
Something New 

and Striking 


for 
GOOD 

comedy on the 

stage usually is 
a better money maker 
than a serious drama. Our 
highest priced stars, both on the 
stage and screen are comedians. All 
the world loves a laugh. Is there 
any good reason why a laugh, or at 





SHOCKING 


Womanlske she ran ber pretty band mie a silt 
stocking to set just bow transparent it was. 
Then, she looked at others. Pinally, she 
dashed out to the Avenue to hail a bus ~, 
the stocking still on ber band. She felt 
nothing saw nothing Until ~ Ye Gods, 
such embarrassment! Because, st 1 quite 
all right for pretty lags to be stem through 
frail stockings, but hands ~ never! 
Now ~ do you auderstand hew thin 
McCallum stockings can be, and sill live? 


ont 9] oe 
Mat Leurs 





i rurees orrts wosrery e.oOVver 
New Se Regu Shep Fifth Avenue at 33th Si. 
z 499 Masuen Awan, af Ferry engbsb S: 
Waldorf Astoria, Suh St and Fifth Avewse 
1380 Broadway, (Wb Men's Depe) +4 
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least a smile should not be employed 
in advertising? Not at all! Some 
of the cleverest advertisers have 
been employing humor in_ their 
“copy” for some time. It has been 
confined mainly to the “smart” 
magazines, but has now filtered into 
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“GEUGY 


newspaper advertis- 

ing. 

Two such hosiery 
ads, employing a touch 
of humor are reproduced 
here. The humor in the Nat Lewis 
ad lies in the “copy” which tells a 
little humorous incident of a woman 
who dashed out of a store to hail a 





| Armald Constable ble ef 
F( Venere 


GORDON 


veu 
SILK HOSIERY 











bus, all the time keeping on her 
hand a filmy stocking she had been 
examining. The point is that the 
stockings were so sheer that she 
didn’t know she had one on her 
hands. 

In the ad for Gordon hosiery, 
sponsored by Arnold, Constable & 
Company, the copy is straight and 
serious, but the illustration has the 
humorous twist so often seen in 
John Held’s flapper drawings. Just 
an eye catcher and a rib tickler, but 
it does attract attention, which is 
the chief function of advertising. 
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RON CLAD No. 460 is our new 
Worsted and Rayon yarns It 
weight for Immediate Selling. As you will note, this 
style comes in a distinctive fancy plaid pattera and in 
colors of 
Black and White—No. 460 BW 
Bronze and Blue—No. 460 Bronze 
Poudre and Gold—No. 460 Poudre 
Sand and Champagne—No. 460 Sand 
2 dozen of one size and color to box 
1: 


J style knitted of 
is just the right 


Packed 4 
es 9% to 
Immediate Shipment $7.50 a dozen 
Order a Sample % dozen TODAY 
COOPER, WELLS & COMPANY 
250 Broad St., St. Joseph, Mich. 
Vills at St. Joseph, Mich., and Decatur, Alabama. 
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IDEAS CULLED FROM HERE AND THERE | 








STARTLING effect 
A achieved in the Pitt Shoe 
Store, Columbus, Ohio by plac- 
ing black velvet on the floor of 
the lighted hosiery cases, then mass- 
ing the light colors. Only the close- 
ly related shades were shown on 
each individual stand, so that they 
stood out in sharp relief. 


was 


* © * 


An important contribution to the 
fine spirit found among hosiery 
salespeople in the White House San 
Francisco is the fact that “extra” 
sales are split up equally among the 
eight young women serving the de- 
partment. Girls take turns in filling 
mail orders for hosiery which count 
in computing their bonuses. The 
same plan is worked out in taking 
telephone orders, a day being allot 
ted to each girl for taking orders. 


* *K 


Best & Company, Fifth Avenue, 
New York, again this year are ex- 
ploiting their special Christmas 
envelopes for ho- 
siery. The en- 
velope, which is 
used instead of 
the more conven- 
tional gift box, is 
appropriately dec- 
orated and colored 
and has designat- 
‘ ed spaces on it for 
both the donor’s 
and _ recipient’s 
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“Weiss Quality Shoes,” 85 Sum- 
mer Street, Boston, has recently in- 
stalled perfume in several of the 
odors most in demand. This per- 
fume is incased in unique-shaped 
containers—for instance, a minia- 
ture glass umbrella, a china duck, 
“cut-glass” cubes, and domino 
shapes. This perfume sells at a 
popular price of 25 cents, or 50 
cents, according to the size, and not 
only finds a ready call from the 
women customers of this store, but 
also sells more hosiery. Miss S. 
Wales is the manager of this depart- 
ment, which features moderately- 
priced full fashioned silk stockings. 
Chiffon hosiery is also sold here. 
A sign, prominently posted, states 
—‘‘Please Do Not Ask for Re- 
funds or Adjustments on Chiffon 
| losiery.”” 


“It pays to have a hosiery re- 
pair service in your women’s shoe 


department,” says C. L. Hathaway, 
of the Walkover store, 125 S. State 
Street, Chicago. 
Some women 
come in to buy 
stockings or have 
them repaired and 
then, while wait- 
ing, notice the 
new shoe displays, 
or are attracted by 
the displays of 
new hosiery ac- 
cording to Mr. 
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GOLD MAID HOSIERY 
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Yor! 
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STEEPLE HEELS }* 


—are the season’s most signal success! 


Heels! Heels! Heels! of many types and char- 
acters—but only one that truly enhances the 
charm of a slim limb and a slender ankle. 


RETAILING AT $1.95 


AUTHENTIC WINTER SHADES .. . with self-color heels 


Sheer, exquisite quality, of pure thread silk—in 45 
gauge, all silk from toe tip to top, with silk plaited sole. 


No. 50... $15.50 


Samples and color card sent upon request 


GOLD MAID HOSIERY 


Sole Distributors: - 319 West Jackson Blvd., CHICAGO 
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MARKET CHAT 


CRY 


ALES offices of the Durham 

Hosiery Mills, which for the 
past five years have been with the 
Hunter Manufacturing & Commis- 
sion Company, Worth Street, New 
York, will on Jan. 1 be moved to 
326-328 Broadway, New York, 
with the Iselin-Jefferson Company. 


The Brown Durrell Co. has 
formed a new corporation called the 
Camden Silk Hosiery Co., Inc., of 
Camden, N. J., to take over the full- 
fashioned mill of the Wm. F. 
Taubel Co. This mill was started 
about one year ago and at that time 
was equipped with 42 gage ma- 
chines of the most modern type. 


The last of these machines has just 
been set up and the mill is now run- 
ning at capacity completing old con- 
tracts. As speedily as possible, ma- 
chines will be equipped with the 
necessary attachments to manu fac- 
ture the special features of Gordon 
hose, such as the V-Line Heel, the 
Narrow Heel, and Top and Shadow 
Clocks. It is expected that by Jan. 
1 the entire production of the mil! 
will be Gordon Hosiery. It is 
hoped that this additional manu fac- 
turing capacity, together with the 
increased production facilities of 
Brown Durrell’s Philadelphia mill, 
will aid in relieving the present 
oversold condition of Gordon hose. 


This recent window display at the L. Bamberger & Com- 


pany store in Newark, N. 


J., was devoted entirely to 


exploiting the fleur-de-lis heel stocking, exclusive with 

the Krueger-Tobin Company. The pose of the wax fig- 

ure is the same as that depicted in the oil painting at the 
back, the property of the Krueger-Tobin Company 
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“SHADOWETTES” 


Hosiery Novelty 
Gummed Silhouettes 
Worn under very Sheer Hose 


389 FIFTH AVE., 


LEE & COWAN New York erry 


Sole Distributors 





CANNOT TARNISH 


“THERESA ROSE” 


This high grade exquisite buckle 
in platinoid finish is only one of 
many designs in this material. 
We work with you and carry out 
your ideas. 


L. ALTERSON & CO. 


Creators of Shoe Ornaments and 
Buckles a 


54 W. 21st St., New York, N. Y. 











$5.00 per assort- 
ment of 100 ’ 





BESIDES 


AND bag business in retail 

stores will reach its 

between now and Christmas 
and more hand bags will be sold j 
shoe stores during this month 
ever before. The merchant who 
has a stock of the right kind of bags 
on hand is due for a clean-up. 
Nothing approaching the current 
demand for the antelope or si 
bag, largely because of the vog 
for suede footwear, has ever | 
seen before. 

There are a few clouds on 
horizon of antelope’s success. 
few towns—Boston, for instance 
are through with it already, whi 
other localities are beginning 
slow up. Interviews with high 
and popular price houses alike | 
to a continued popularity and 
of antelope at least through Christ- 
mas and possibly through the sprin; 
But this leather must be careit 
watched and care taken not to 0 
stock on it. 

Shell frames are increasing in im- 
portance daily. The amber frame 
is the more favored, but a mottled 











Left—A new antelope bag wit! 
shell frame in amber or torto 
shell. Shown in black and brow 
and several new colors. 
Right—The “‘scissor” bag also e1 
phasises the importance of 
antelope bag with shell fran 
Left—By Best & Co. 
Right—From Bonwit Teller & ( 
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HOSIERY 


Left—Lelong makes a 
ucked antelope bag and 
tops it with a shell frame 
md pull tab. Right— 
Worth’s new bag is another 
exponent of the tier idea. 
Twin gold hoops act as 
catch. Both bags from the 
American Art Bag Co. 


composition verging on a bois de 
rose is met with frequently. 

The bags sponsored by _ the 
French couturiers this season have 
had phenomenal succes. The Circle 
or Discus bag by Lanvin has un- 
doubtedly been the biggest single 
seller of the season. The Chanel 
tier bags have also gone very well. 


SRUCKLES, particularly the ex- 

pensive ones, are coming more 
and more into use as Christmas 
gifts. Now is the time to display 
them, not only in the street win- 
dows but in show cases within the 
store on small tables, where they are 
sure to be seen by the shoppers. 


Gunmetal kid on 
antelope is a new 
fashion in bags 
that is taking very 
well because of the 
popularity of the 
gunmetal trimmed 
suede shoe. From 
Levy & Merzbach. 
Inc. 
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DE LITE HEEL 
with a 
WOVEN CLOCK 
No. 1501 


Self Color De Lite Heel and 


Woven Clock in five new colors. 


$2 1.00 


No. 851 without clock 
No. 1590 BLACK HEEL 


$15.50 
19.50 


IMMEDIATE DELIVERIES 


ROSENHAIN 


COMPANY, INC. 
220 Fifth Ave., New York 


Grosaine Flosiery 














NEW YORK 
MARKET 





Business Quiet But Steady 


FAIR volume of business was 

booked in the New York 
hosiery market during November. 
Some orders for Christmas hosiery 
were booked early in the month, but 
toward the close this business quieted 
down. From the Christmas hosiery 
orders one thing of prime impor- 
tance is learned: expensive 
and better hose were purchased by 
the retailers. Houses making in- 
grain hosiery were sold out, for the 
most part. 

At present new business on full 
fashioned silk is slow, as is to be 
expected at this time of the year. 
Light bookings of fancy imported 
hose for spring are reported. Reor- 
wool and silk and wool 


more 


ders on 


hosiery are coming into the market, 
later than usual, however, because of 
the absence of protracted cold 
weather. Prices on all 
hosiery are holding rather fir ily. 
Advances over last year are being 
asked for the lisles 
In full 
women, prices for 39 gage, 8 strand, 
silk to top, are running around 
$10.25 to $10.50 minimum, 
42 gage, 7 strand, silk to top, can 


grades of 


and fine wools. 


fashioned silk hose for 


while 
be purchased for a minimum of 
$11.25 for branded or 
goods. 


standard 


Buying for spring is expected to 
develop in a rather strong manner 
immediately after the turn of the 
new year. 





38 Chauncey St., nee,” —\ 


115 So. Dearborn St., Chicago, Ill. 


258 Fifth Avenue 





MING JADE says— 


In order to make it easy for you 


to secure JADE HOSIERY 


have offices with complete stocks in— 


1211 Arch St., Philadelphia, Pa. 


8 Fifth Ave., New York City 
OFFICES ALSO AT 


Hodges Building, Detroit, Mich. 


ELLIOTT HOSIERY COMPANY, Inc. 


New York 
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WE ARE READY 


From now until Christmas you will need service. No 
other hosiery concern can give you deliveries from six 
stockrooms, one of which is near your store. Write 
or — our nearest branch and see what real service 
is like. 


J. R. BEATON CO., Inc. 


THE NATIONAL HOSIERY ORGANIZATION 
Complete stocks in six cities 
NEW YORK ATLANTA 
468 Fourth Avenue 246 Peachtree Arcade 
CHICAGO SAN FRANCISCO 
227 West Jackson Blvd. 133 Kearny Street 
BOSTON SEATTLE 
99 Chauncy Street Terminal Sales Bldg. 











The Success of a Merchant 


is dependent not on the number of sales he makes but rather 
on his number of Resales. 


Our Style Number 711 is a pure thread silk, full fashioned 

42 gauge service weight, a 25 inch boot with a very narrow 

lisle top. 

IN THE NEWEST COLORS AT $12.00 Per Dozen 
This Number is Built to give service—priced to 


sell quickly—and warranted to create a satisfied 
clientele. 


he Berne Hroriery Malls 


READING, PA. 
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N 1917, American statesmen 
F fells a theory of “Freedom 
of the Seas. In 1927, Ameri- 
can girls have made a practice of 
“Freedom of the Knees.” In 1937 


We have heard so much of the 
death of the bobbed hair and short 
skirt vogue that we feel like a per- 
petual death watch. We are willing 
to bet a hip flask that when women 
all let their hair grow and all wear 
skirts down to their ankles, men 
will be wearing satin breeches and 


powdered wigs. 


More silk in the new 33 and 34 
inch stockings doesn’t make them 
wear longer, but 
perhaps it length- 


Those little black paper sti: 
that the girls are wearing 
sheer hose offer wonderful o 
tunities to politicians. Can't 
just imagine a silhouette of Al S 
or Cal Coolidge. Dawes wit! 


upside down pipe would have 
over the rest of the field. | 
would be no mistaking the favorite 
candidate of the girl who wore the 
famous inverted furnace on her calf 


* 


Most of the boys in the h 
trade are turning thumbs dow 
colored and fancy heels for 
spring and summer, but every ¢ 
them is racking his brains f 
idea that is likely to catch on a 
one did. The trade is devel 
an unlimited number of 

Edisons—or is 
thetic gin res 


Little strands of silk 5 


ible for sonie 


ens the looks of Into stockings knit 


some of the male | Beautify the girlies’ legs 


new ideas that 


members of the And increase their “IT.” out from tii 


community. 


time? 
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